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Special Features 
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hae young oom 
bacon is in the 


When Your Neighbors Start to Camp... “i a year had 





pan and your neigh- 
bors are off camping 
for the summer. See 
to it that they are 
using your sporting 
goods and read the 
story on page 49. 
Also be sure to read 
page 63. 


ON page 54 we are 
giving you a 
great chance to ex- 
amine yourself, take 
inventory of your 
qualifications and 
make your alibis ac- 
cordingly. The Cy- 
clone Fence Co., 
Waukegan, Ill, are 
sponsors for the idea. 
By the way, read 
page 63. 


youp think that 

only dentists 
took any interest in 
teeth, but up in Can- 
ada the carpenters of 
the town counted saw 
teeth and won prizes. 
“They Carne, They 
Saw, They Counted” 
just like the Romans 
or whoever it was. 
Don’t miss page 63. 
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Why She Didn’t Like the Hardware Store....... 

Oy, Page THOMAS Daiaethe ccc csccccstswsncves 

“They Came, They Saw, They Counted”............ 

What “Pittsburgh Plus” Means. by W. E. McCollum. 

The Quarrel That Ended at eee s. by Charles 
DOWNEO ccvcccceses iebetacbeudecuans 

First Organize—Then Outfit. by C. FP. Balfour... 


Regular Departments 


Editorial Comment .... 
Washington Letter 
Publicity for the Retailer ......... 


Market Reports on Trade Conditions in Hardware, 
Beets GR. BGR cc cecvcevedicanes hcuveeewawnns 


New Goods and Novelties........° 
Motor AccesSories ..ccccccccccveccss 
Notes of the Retail Hardware Trade... 
News of the Hardwate Manufacturers............. 
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Current News and Miscellaneous 
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ANNOUNCING A THREE STAR COMBINATION.. 


their first quarrel. 
This is improbable on 
the face of it, but 
the rest of the story 
isn’t. It tells what 
happened at Linds- 
ley’s in Orange, N. J. 
On page 57. Remem- 
ber to read page 63. 


D2 WN at (the 
South eastern 
Convention Mr. Bal- 
four of Savannah, 
G1., delivered a mas- 
terful address, and 
one that you can’t 
afford to miss. We 
are reproducing it on 
page 58. And now 
comes the story of 
page 63. 


ERE it is. Page 
63, right in front 

of us. One picture 
of one man, and you 
know him or we miss 
our guess. All 
around it reading 
matter about some- 
thin g_ important. 
We are telling you 
about—— But read it 
for yourself. Page 63. 


© @ % 






















HARDWARE 





June 23, 1921 


It’s the 


~~ 



































National No. 800 
Garage Door Set 














rr Are You Familiar With It? 


If not, NOW is the time to get acquainted for this is one of our 
most popular sets. A steady seller to those auto owners who, be- 
cause of the economy and simplicity of operation, prefer to swing 
their garage doors on hinges. 


The National No. 800 Garage Door Set is certain to interest num- 
bers of your customers. It has a tight pin Reversible T Hinge— | 
can be used either as a full-surface hinge or reversed and mortised t 
into the jamb for brick construction. It swings the doors easily 
and gives a snug weathertight job. The latch used with this set | 
is our No. 29 All-Steel Latch, VERY strong and serviceable. Made 
in all standard finishes and packed complete in a neat strong car- 
ton with screws and full directions for attaching. 





Send for Catalog and full information. Get thoroughly familiar 
with this popular line of garage hardware. 


National Mfg. Co. 
Wwe Sterling, Illinois 
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The Gentle 


RIP! Drip! 
“Some rain, 
you say?” 

“You certainly said a mouthful, 
Ed; looks like we were in for a night 
of it. Sure you loosened those guy 
ropes of the tent fly before you came 
in? Better tighten up the flap cords 
a bit, too, for the old wind is going 
to get busy before long, judging 
from the young gale blowing up the 
lake as I beached the canoe.” 

“Here, Jack, come in out o’ that 
rain.” 

Act 1 of “The Camping Trip.” 


Drip! 
Bill. 


What do 


Breeze Is Beck 
ties of Mother 


ur a rs Start, Cail 


Scene 1—Inside the tent on a 
rainy night. 

Dramatis Persone—Bill and Ed 
(Old Pals). 


Jack, the good old dog. 

It seems as though all hardware 
men must have a touch of the out- 
door instinct born in them, for in 
your stores there are so many, many 
interesting and useful articles for 
developing the love of the woods and 
the streams in all red-blooded Ameri- 
cans. 

If you, as a hardware dealer, hap- 
pen in a neighboring town or city 
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during the summer months, aren’t 
you almost irresistibly drawn to any 
hardware or sporting goods store 
whose windows have a display of 
camping utensils, fishing tackle and 
athletic goods? 

It was my good pleasure to visit 
two such stores in a neighboring 
city a couple of weeks ago, as an 
interested spectator. I spent an en- 
joyable and profitable half hour in 
each of them, looking at their dis- 
plays and methods of selling these 
goods. 

I found that their salesmen in the 
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sporting goods departments were in- 
terested and well informed in the 
merchandise over which they had 
charge.” It would be an injustice to 
call these salesmen “clerks,” for it 
appeared that they had been select- 
ed because of a special love for this 
class of goods. 

In the fishing tackle cases, they 
knew which lures were best adapted 
for bass, and for pickerel, and they 
also knew just which ones to suggest 
for certain fishing grounds in that 
vicinity. This I learned from being 
an observer in their methods 6f mak- 
ing sales. 

The Customers Knew the Salesmen 


I further judged that several of 
the customers who made purchases 
during my visit to these stores were 
good acquaintances of the salesmen, 
for they called each other “Charlie,” 
“Ned,” or whatever it happened to 
be. 

Isn’t this personal touch one of 
the great big features in developing 
sales in the sporting goods depart- 
ment of our stores? 

Charlie Allen walks in and makes 
for the fishing tackle display cases, 
and asks one of the boys if Ned 
Tripp is anywhere around. Ned 
happens to be the salesman with 
whom Charlie always likes to leave 
his money and a close acquaintance- 
ship has sprung up between them, 
dating back several years. 

Last week Ned sold Charlie some 
new pickerel spinners and he asked 
for a report on them, as they were 
& new variety for the store. Charlie 
wanted to pass along the good news 
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to other customers, for he had guod 
luck with them on two afternoons, 
so he dropped into the store to tell 
the salesman about them. 

A mere filling of an order would 
have never brought about this mu- 
tual interest. Ned had been pat in 
charge of the department and did 
all the buying for it, because he 
liked to sell these goods; he knew 
what he was talking about when he 
advised a customer to use this or 
that lure or bait, and customers did 
not often forget the source of this 
friendly advice. Charlie Allen was 
only one of them—there were many 
others, and it’s the friendly interest 
of the Ned Tripps which boosts the 
sales of many such sporting goods 
departments in our hardware stores. 

Thousands of Americans — boys 
and girls, men and women—will go 
camping this summer, and thousands 
of dollars are going to change hands 
over our hardware counters for ever 
so many kinds of sporting goods 
equipment, 

Johnnie’s Camping Trip 


Young Johnnie Hunter can hardly 
wait until school is over; the Fourth 
of July is a great, big event with 
him, but it doesn’t overshadow that 
promiséd camping trip in August. 
Dad has promised to take Johnnie and 
his two playmates on a week’s camp- 
ing trip up to the lake and Johnnie 
has been saving his nickels and go- 
ing without lots of sodas and ice 
cream cones in order to help buy that 
little .22 rifle Dad promised him if 
he passed his June examinations in 
good shape. 

















one wr windows complete in every detail. 


Include cooking utensils, shoes 


and all camping equipment 
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How many of these Johnnie Hunt- 
ers do you suppose there are across 
this country of ours? Bet you 
couldn’t guess within five thousand— 
nor could I. But this camping trip 
is the biggest thing of the summer to 
them, and we can both place our 
money on that with a positive as- 
surance of either heads or tails, we 
win. 

These boys, their older brothers, 
their dads and uncles must have cer- 
tain necessary equipment to outfit 
this camping trip. 

If they are going to pitch their 
tents or rent a cottage on some lake 
or river, they must have bathing 
suits, and many who can dig deep 
enough into their jeans will buy a 
canoe. 

A canoe is not like a motor boat 
or a launch with machinery to keep 
up—the first cost is almost the last. 
The writer has a_ seventeen foot 
Charles River model of a well known 
make of canoe, which, although six 
years old, is as good as the day it 
was shoved into the water, and in 
selling canoes it may be a worth 
while suggestion to tell your cus- 
tomers to give their canoe a coat of 
spar varnish every season. This not 
only adds materially to the appear- 
ance of the canoe, but lengthens its 
life by many seasons. I suppose it 
is this same idea which leads us to 
go after prospects for house paint 
in our paint department. 

If you are personally interested 
in camping, in guns, target shooting, 
fishing and hunting, you will never 
have to work up much enthusiasm 
over such sales. This enthusiasm is 
as natural to you as water to a duck. 


The Joys of Camping 


I cannot remember my first inter- 
est in camping, for I have spent 
some part of each summer in camp 
for the past twenty years, and have 
had our own permanent camp for 
eleven years. 

Many of you readers doubtless 
have a much similar experience, for 
as I have remarked, I find that most 
hardware men have a natural inclin- 
ation toward the out-of-doors where 
these guns, fishing tackle and camp- 
ing outfits are used. 

Speaking of guns and target shoot- 
ing, you will probably agree with me 
that this personal enthusiasm to 
which I refer goes a long way toward 
making your store a sportsmen’s 
headquarters for your town or city. 
It’s the place where the boys and men 
feel free to go without any forced 
salesmanship being shoved down 
their throats; they like to come to 
your store to look new things over, 
whether they distinctly intend to 
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make any purchase or not. They 
know they are welcome every time. 


To show you what I mean, a few 
weeks ago a young chap from a 
neighboring town called at the store 
for some such common-place pur- 
chase as a few feet of one inch mesh 
chicken wire to fence in a run for 
little chicks. I knew him to be a gun 
enthusiast and after waiting on 
him, I showed him a new automatic 
target pistol which I had recently 
acquired for my own use. I explained 
its mechanism and we took a few 
shots against a brick wall in the rear 
of the store-house. He admired the 
pistol and inquired the price and I 
can assure you that I was surprised 
when he called at the store a few days 
later and gave me his order for one 
of this same make in a model retail- 
ing well over thirty dollars. I had 
also showed him a special shoulder 
holster for this target pistol, which 
had been made up and presented to 
me through the kindness of one of 
the firm in a large New York sport- 
ing goods house. This young man 
was so much pleased with this spe- 
cial holster in its smooth russet 
leather and patent pistol clip that he 
ordered one of them to be made up 
for him, too. 


One Sale Makes Another 


I might further add that his first 
interest in this type of firearm came 
from a former sale we had made to 
another chap in his town. We had 
sold him both a .32 and a .25 cal. 
automatic of this same well known 
make, the latter being specially 
adapted for carrying in the pocket 
of a car for protection in night driv- 
ing. These two fellows were friends 
and No. 1 suggested to No. 2 that he 
look over my target pistol when in 
town, all of which worked out very 
nicely, as you know. 

These instances are in no way re- 
markable, but merely go to show 
what any of you can do when sales 
are prompted by this personal en- 
thusiasm for the merchandise in 
question; I could duplicate these 
cases with a dozen more of similar 
recent experiences, and you could do 
the same no doubt. 

But not every customer is a pros- 
pect for such expensive equipment 
as high priced automatic target 
pistols or repeating target rifles. 

There are many others whose 
purse strings are more cramped 
from necessity, if not from natural 
inclination and desire. 

Many of these other customers 
have only Saturday afternoons and 
the regular holidays but they have 
their good times in this big out-of- 
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The hunter is a particular person who wants only the best of everything 


doors just the same. 

The fellows who pack up a kit and 
sling it over their backs and start 
out for a hike on Saturday afternoon 
are ready to dive into their outing 
togs, after a hasty lunch at noon; 
they pack up the duffle bag and away 
they go. Some hardware or sport- 
ing goods store will sell them a pair 
of heavy high-top walking boots, or 
a pair of leggins; a canvas hunting 
coat of many pockets; a pair of khaki 
trousers and probably a sweater. 

This kit of theirs will most likely 
include some cooking utensils—a 
frying pan, coffee pot, tin plates and 
cups and folding knife, fork and 
spoon. There will also be a short 
handled hunters’ axe or a heavy 
bladed hunting knife, a flashlight, a 
compass and other handy utensils 
which will come to mind from your 
own stock as you are reading these 
lines. 

These out-of-doors chaps are sure- 
ly worth catering to and their pur- 
chases amount to many dollars in 
every town. There are plenty of 
them right in your own town, and 
I think we are agreed that we should 
cultivate their acquaintanceship and 
make them feel at home in our hard- 
ware stores. 


The Many Potential Customers 


The Boy Scouts not only constitute 
a whole story, but are a book, in 
themselves, with their outdoor train- 
ing and their equipment; so we will 
only mention them in passing as 
splendid prospects for sporting 
goods merchandise. 

The family wek-end outing, or the 


half-day family picnic has come to 
be a big thing in this country, and 
these little trips are made more 
pleasant and convenient through 
the purchase of a small, permanent 
outfit of an an auto blanket, a basket 
refrigerator, a set of wood fibre or 
papier mache plates and cups, a set 
of inexpensive knives, forks and 
spoons, and perhaps a kodak. The 
popularity of these picnics in your 
locality will furnish your own best 
criterion for pushing this class ¢f 
goods. 

It has been remarked that we are 
a people of summer vacationists and 
the term must be well applied when 
we stop to consider the volume of 
business done each year in these out- 
ing supplies. They furnish a line 
which we may well get behind with 
our advertising ideas, dollars and 
sales pep. 

And to get back to the drip! drip! 
drip! of the rain on Ed and Bill’s 
tent fly that summer night in camp. 
I really don’t suppose they minded it 
a bit, do you, for they were “snug as 
a bug in a rug” inside that tent of 
theirs, all rolled up in blankets, and 
anyhow that rain made better fishin’ 
next day, too. 


Curley With Hilo 


James E. Curley, formerly with the 
Hampden Paint & Chemical Co., has 
joined the sales organization of the 
Hilo Varnish Corp., Brooklyn, N. Y. 
Mr. Curley will call-on the jobbing 
trade in Connecticut and Massachu- 
setts with headquarters at Springfield, 
Mass. 








THE MAN BEHIND THE COUNTER HEARD; 


Why She Didn't Like The Hardware Store 


In the First Place It Was Dirty 


and 


in the Second. 


the Salesmen Were Merely Clerks—What the Women 
Want When They Come Into the Hardware Store 


7 AD it not been for the self- 
H shave, perhaps this bomb 

would not have been given us 
shell shock. However, the bathroom 
door was ajar, and we got an ear- 
ful—not of lather but of ideas about 
why some hardware stores do not sell 
more kitchen wares to women. 

Mrs. Grundy had dropped in to see 
our wife, and not suspecting that the 
“necessary nuisance,” the man of the 
house, was about, became chummy 
and unfolded her woes to the patient 
woman. 

Some of the conversation which 
drifted in between the scrape, scrape, 


scrape of the safety (painless 
scrapes) sounded a lot like this: 
“Well, I’m just about fagged out. 
Went down to the department store 
this afternoon to get some aluminum 
dishes. Going to pull off that big 
party to-morrow night and we were 
low on baking dishes. You know a 
half dozen cakes means a lot of bak- 
ing dishes, so the caterer sent me 
scurrying out to replenish my stock. 
Had to get a dozen different things 
and it’s so warm and so crowded 
shopping that I’m just worn out. 
Bought a new stock pot. And, say, 
you ought to see those brooms at 


69 cents. Didn’t really need one, but 
had two of them sent up. I can’t pass 
up a bargain. 

“T have always wanted some pretty 
glass oven wear and so I bought a 
couple of large dishes and I think we 
will serve the escalloped schrimp in 
them. They ought to be big enough 
for that is just a side dish. And you 
ought to see the wonderful water 
glasses I bought. We had to have 
some more and I hated to see two 
different kinds, so I bought three 
dozen. Now when one breaks, it 
won’t give me a sinking spell.” 

Just then she paused for breath 
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Broad aisles and well kept stocks will always make a hit with women. 


Winchester store, Jackson, Mich. 
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The above is the stove department of the Smith- 
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Women like this clean looking department and stop in here in preference to a crowded shop with a dirt laden stock 


and the Mrs. chimed in: 

“Why, Mrs. Grundy, I think that 
you are awfully foolish to go way 
down to those department stores for 
such things when there is such a good 
little hardware store close by. I buy 
my kitchenwares at the neighborhood 
hardware store.” 

And here is the spot where we be- 
gan to get an earful. 


The Hardware Store Arraigned 


“IT am through with that dinky 
hardware store,” said Mrs. Grundy, 
and while she may have put it on 
strong, there is food for thought in 
the tirade which followed. “It is 
dirty. It is crowded. The clerks 
just look at you and don’t help to find 
what you want, and there is no di- 
versity; nothing new to see.” 

We came near rushing right out 
with a mouthful of lather and a 
heartful of protest and speaking our 
little “spoke” in defense of the best 
scout of them all—the hardware 
man. 

But something stopped us. And 
while we were stopped and analyzed 


what she said—and she said more 
than.I can tell you here. It summed 
up something like this: 

The hardware store she referred 
to is dirty. r 

Goods are jammed in together. 

Shoppers are not well advised in 
their selections. 

The stock is 
enough. 

We had to admit that her indict- 
ment of the store in question was 
true, and that some of it would apply 
to other stores. So we kept right on 
shaving. 

This, then, seems to be what the 
woman wants in a model kitchen 
goods department in the hardware 
store—and bless the women, if they 
want it it is up to us hardware folks 
to see that they get it. Here’s the 
lineup of the store that women will 
patronize: 

This store will be neat and clean 
and bright. There will be no climb- 
ing over barbed wire nor dodging 
kegs of nails to get to the house- 
wares department. There will be 
none of that jamming, cramming, 


not diversified 


crowding of merchandise that lends 
the air of confusion and hinders 
rather than helps the woman cus- 
tomer find what she wants. There 
will be no indifference on the part of 
the sales force. The salesman and 
saleswomen will know their goods, 
make suggestions and really help the 
customer to get the right thing. And 
there will be a variety of goods to 
choose from. 

Quite an order, but it is filled in 
thousands of live hardware stores 
from Seattle to Savannah and from 
Chicago to Boston. 

Some Good Stores 

Visit the housefurnishings depart- 
ment of the Smith-Winchester store 
and you will see that Hugh Smith 
and Sam Winchester left a worthy 
monument to Jackson, Mich., in a 
kitchen goods department that can 
be considered nothing less than an 
asset to the city. White paint has 
made it bright and gleaming with 
neatness. Shelves are filled with 
goods—goods only and a variety of 

(Continued on page 66) 








Boy, Page Thomas Edison 


Captain Gorby of Cyclone Fence Co., Waukegan, Il. 
Has Prepared a Questionnaire That Has Actual Value 
to the Hardware Retailer—Questions That Count 


OW are you hitting in the 
H hardware league? 
Are you a cellar champion 
or do you display the pennant? 

What are you in retailing—a Babe 
Ruth or a “dud’’? 

Hard to say, isn’t it? Most of us 
are just close enough to our weak- 
nesses that they sometimes loom 
large. Others are so close they can’t 
see them at all, at all. Butler said, 
“there’s often a gulf between what 
we are and what we think we are.” 

It would be a whole lot of satisfac- 
tion to sit down and put ourselves 
up against a good yardstick and see 
just how high we are in hardware, 
wouldn’t it? Well, we can do that 
very thing, that very important 
thing. 

Capt. John W. Gorby, chief of the 
Research Department of the Cyclone 
Fence Co., Waukegan, IIl., has ar- 
ranged a score card on which we can 
rate ourselves as hardware men. 
The captain disclaims the idea be- 
ing original, but he had it developed 
and perfected, with the hardware 
store especially in mind, and now 
there is a good guide by which we 
can measure ourselves. 

The perfect score is 100. The 
perfect mark for each test question 
is at the left. At the right you can 
set down your score. Then total it 
and you will know how near the 100 
per cent hardware store yours is. 
The chart is given below: 


The Questionnaire 

Your 

Perfect Grade 
6—Have you an up to date 
accounting system in 

VOUT BUOTE .600so0a0s ——— 
5—Is your business grow- 

“Oks GAUSS Ne ee ——— 
6—Do you take an accu- 

rate annual inventory? —— 
5—Do you figure selling 
price so as to guarantee 

a profit in all cases?.. —— 
5—Can you state definitely 
what your overhead ex- 

pense amounts to?... —— 
5—Have you reached a 
maximum of sales for 
the expense involved in 

ROME gw ws Siew cays’ —— 
38—Do you know what lines 
pay best and which pay 


MONIGS 5. Soreness aie are 
3—Is your. advertising 
campaign carefully 
planned ahead? ...... 
3—Do you push nationally 
advertised goods? .... 
5—Do you discount your 
SONNE orca cantons 
3—Do you make special ef- 
fort to sell the more 


6—Do you turn your stock 
at least four times a 
year? (Allow 1 for 
one turn, 2 for two 
turns, 4 for three turns 
and 6 for four turn- 
overs. ) 


ee 

















Capt. John W. Gorby 


2—Do you meet your cus- 
tomers personally? ... 
5—Do you keep open more 
buying sources than 
WOCCBBALV! 6.56 ov eee 
4—Are your windows reg- 
ularly and attractively 
TGNNOET 6666550 sce 
5—Do you give prompt, 
courteous service? .. 
4—Do you and your clerks 
study the merchandise? 
(Can you tell how it is 
made and its selling 
merits?) 
Do you make use of the 


a 





manufacturers free 
cuts and advertising 
54 


MOMOET oataqskctisnaes — 
3—Do you belong to the 
state hardware dealers’ 


association? ......... a 
6—Do you attend the 
meetings? (allow six 


for one meeting)..... — 
8—Do you read at least 
three good trade jour- 


ree re eae —— 
(Allow one for each 
journal thoroughly 
read.) 
2—Have you a good mail- 
TAO WOOT sieseaseeewss —— 


5—Do you have co-opera- 
tion and teamwork in 
your store? 


One can scarcely imagine a better 
employment of an hour or two than 
to take this chart, study its interro- 
gations and answer them honestly. 

But that won’t be enough. For 
such a study will reveal holes and 
such holes should have attention. 
For instance, if an honest examina- 
tion should reveal an under turnover 
it would be up to the progressive 
merchant to move things to get a 
better rating. If the study should 
show that you are lax, or indigent, 
or too hasty in the honest reading of 
your trade magazines and that you 
are missing growth this way then it 
would seem wise to disregard the 
calendar and make a new year’s reso- 
lution to profit by the big help of 
reading thoroughly each issue of the 
better trade papers. 


Stopping the Leaks 


Diagnosis doesn’t cure. Analysis 
is only a step toward remedy, so this. 
examination is worth little only as 
it is followed up by the changes it 
indicates are advisable. 

Hundreds of hardware dealers 
have measured themselves by this 
chart and with great profit, but the 
results have not been tabulated. 
Captain Gorby has taken the posi- 
tion that the questions open up too 
intimate a study to justify asking 
for a reply so the merchants have 
simply used them as a private test 
and the answers, individual or gen- 
eral, have been kept in confidence— 
in fact, are known only to each in- 

(Continued on page 66) 
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They Came, They Saw, They Counted 


Many People Enter the Teeth Counting Contest That 


Was Recently 


Held by 


the Sumner 


Hardware Co., 


Moncton, Canada, in Connection with the Saw Display 


ITH the aid of a trim fur- 
W nished by one of the saw 
manufacturers, the Sumner 
Company, Ltd., Moncton, N. B., 
proved to itself and to many others 
the value of a good window. 
The trim consisted of five strips 
—to be pasted on the glass—one, 
about three and one-half feet long 


window many kinds of saws and 
tools were arranged, making a very 
attractive display. The prizes them- 
selves were given good positions. 


Proved a Big Success 


The contest was very successful. 
It aroused considerable interest, es- 
pecially among carpenters and others 


At the close of the contest, three 
judges actually counted the saw teeth 
in the window. The Sumner people 
made sure that every one should 
know that the whole contest was on 
“the square.” They found the num- 
ber of teeth to be 12,348 and awarded 
the first prize—a Disston hand saw 
—to a man whose count was 12,360 




















There were certainly a lot of teeth in this window and also a lot of interest shown in the contest. 


and a foot high, contained the ques- 
tion, ‘‘How Many Saw Teeth in This 
Window?” This occupied the center 
of the window at the top. On either 
side of. the front were two strips 
about a foot wide and two feet high 
—one carrying the names of the 
judges, the other a list of the prizes 
—of which there were three. In the 


N. B., by the Sumner Hardware Co. 


familiar with saws and tools. Not 
only among men, however, as there 
were many counts registered by 
women in the town. Anyone who 
cared to, registered his or her count 
of the number of saw teeth in the 
window. It was not necessary to 
make a purchase before entering the 
competition. 
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It was held at Moncton, 


—only twelve from the correct num- 
ber. As an appreciation of their 
labors, the firm presented each judge 
with an appropriate gift. 

The Sumner Company say, “We 
advertised this event intensively and 
found that the number of tools sold 
during the contest was quite satis- 
factory.” 








What “Pittsburgh Plus” Means 


Statement of Facts Given Why Western Manufacturers 
Brought Action Against Steel Companies and What Is 
Really Meant by the Much Talked About Expression 


By W. E. McCoLLuM 


Secretary, Western Association of Rolled Steel Consumers 


come a common term. 

applied to the prevailing 
method of pricing rolled steel. For 
nearly two years a case has been 
pending before the Federal Trade 
Commission, asking the abolition of 
this practice, and the commission on 
April 30 last, issued a complaint, the 
effect of which will be a rigid inves- 
tigation into the practice. 

“Pittsburgh Plus” derives its 
name from the practice of steel mills 
of selling all rolled steel, no matter 
where produced, f. o. b. Pittsburgh. 
This means that steel produced in 
Chicago, Gary, Birmingham, Duluth, 
Bethlehem, Sparrows’ Point or any 
of the other great steel producing 
districts aside from Pittsburgh, is 
billed by the mills at the prevailing 
mill price plus the freight from 
Pittsburgh to destination. 

The prevailing mill price is nomi- 
nally the same at all mills. But the 
fact that the freight from Pittsburgh 
to destination, “the imaginary 
freight,” as the Federal Trade Com- 
mission termed it in its decision 
granting the complaint, is charged, 
makes the actual price at the mills 
far different. 

A manufacturer of products made 
from rolled steel, located in the Pitts- 
burgh district, may send his truck 
to a steel mill nearby, load it with 
steel, and haul it to his plant. He 
will pay the quoted mill price for his 
steel. Another manufacturer in Chi- 
cago, sending his truck to Gary for 
a load of steel will also pay the 
quoted mill price, but in addition, 
will pay $7.60 per ton “freight from 
Pittsburgh.” In both these cases the 
steel may be purchased from the 
same seller. But the Chicago man 
actually pays $7.60 per ton more for 
his steel than the Pittsburgh man. 


How the Suit Started 


This is a condition from which a 
large number of western steel fabri- 
cators and manufacturers of rolled 


6é Preome a: comm Plus” has be- 


steel products protested against two. 


and a half years ago. They formed 
an organization known as The West- 
ern Association of Rolled Steel Con- 
sumers, and decided to fight it. The 
result was the suit now pending be- 


It is * 


fore the Federal Trade Commission. 

The Southern Association of 
Rolled Steel Consumers, a similar or- 
ganization in the South, the cities 
of Birmingham, Ala.; Duluth, Minn.; 
and Superior, Wis., the state of Min- 
nesota, the American Farm Bureau 
Federation, the National Association 
of Purchasing Agents and numerous 
other bodies joined in the suit, which 
was vigorously pressed. 

The applicants, as those asking the 
abolition of “Pittsburgh Plus,” are 
technically known, charged that the 
practice is utterly indefensible. They 
quoted Judge E. H. Gary, head of 
the U. S. Steel Corporation, as au- 
thority to show that the difference 
in price is not warranted by differ- 
ence in the cost of production be- 
tween Pittsburgh and several other 
steel producing points. They charged, 
again on the authority of a speech 
made by Judge Gary at Duluth in 
1918, that rolled steel is made at 
both Gary and Birmingham, Ala., ap- 
proximately 18 per cent cheaper than 
at Pittsburgh. Therefore, they in- 
sisted, the prevailing practice is in 
fact a discrimination against west- 
ern and southern manufacturers, in 
favor of Pittsburgh and nearby 
manufacturers, since Pittsburgh 
manufacturers can compete on even 
terms with the West and South in 
their own normal and natural trade 
territory, while western and south- 
ern manufacturers are practically 
precluded by “Pittsburgh Plus” 
from competing to the East or North 
of them, save at a ruinous handi- 
cap. 

The charge here made was of trade 
discrimination, which was asserted 
to be illegal, both under the Clayton 
act and the Federal Trade Commis- 
sion act. The case was argued twice 
before the commission, each time for 
a solid week. It attracted some of 
the most eminent counsel in the coun- 
try. The first hearing resulted in 
a defeat for the applicants by the 
close vote of three to two. They 
asked a rehearing, and this being 
granted, on the second hearing they 
won, also by a vote of three to two. 

The Defense of the Mills 


The steel mills justify the prac- 
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tice on the ground that it is an 
“economic necessity.” They say that 
Pittsburgh is the point of greatest 
steel production and that the demand 
in the West and South is normally 
greater than the steel supply; that 
Pittsburgh must make up the defi- 
ciency, and that therefore the price 
at Pittsburgh, plus the freight from 
Pittsburgh to destination, must pre- 
vail. This, they say, is an’ inexor- 
able economic law, and they claim 
they are not responsible for it, that 
it would practically govern the steel 
trade, whether or not the mills made 
a practice of charging the fictitious 
or “imaginary” freight. 

The applicants denied this claim. 
They declared that steel rails are al- 
ways sold “mill base,” or f. 0. b. mill, 
also that pig iron is always sold 
f. o. b. furnace. They inquired, then, 
if the inexorable economic trade law 
is as the mills assert, why does it 
not apply to rails and pig iron, 
similar products wherein similar 
trade conditions exist? 

They also declared that at times 
western mills ship to the East, and 
asked why this should be so if west- 
ern demand exceeds western supply. 
Also they asked why it is that west- 
ern mills, even in normal times, are 
seldom operated at full capacity, and 
hinted strongly at collusion among 
the mills to regulate the output and 
thus conser¥e the “Pittsburgh Plus” 
practice. 

We contend that the “Pittsburgh 
Plus” practice is enormously profit- 
able to the mills. Under the prevail- 
ing scale of freight rates it has been 
estimated to produce an annual un- 
earned revenue to the mills of over 
$75,000,000. 

The case attracted so much atten- 
tion that manufacturers in the East 
began to inauire into it. The freight 
rate from Pittsburgh to the Atlantic 
seaboard cities in the Middle Atlan- 
tic states is practically the same as 
from Pittsburgh to Chicago, and 
eastern manufacturers awoke to the 
realization that the “Pittsburgh 
Plus” practice was costing them over 
$7 per ton on their steel. 

Several western states, 


(Continued on page 78) 


notably 











UN 





ee 





— weer 











The Quarrel That Ended at Lindsley’s 


The Young Couple Exchanged Unpleasant Words Until 
It Was Suddenly Realized That Wedding Gifts Could 
Be Bought at the “Hardware Store of the Oranges” 


HEIR first quarrel had come at 
T last. 

It was a Saturday afternoon 
of early June and nearly the end of 
their first year of married life. 

Big tear drops splashed hotly down 
her cheeks. But the tilt of her chin 
was more eloquent with meaning than 
anything she had said or implied. 

He began to feel just a little bit 
sorry. But what on earth was the 
matter with him? He was right, 
dead right. But, hang it all, she was 
—she was too pretty to quarrel with. 
And that made him mad. What a 
“soft-soap chump” he was. 

He walked over to the window of 
the living room and looked out, with 
his back to her and his hands thrust 
stubbornly into his trousers pockets. 

Neither spoke. The ticking of the 
mantel clock beat upon their sensi- 
bilities like the repetitions of a me- 
chanical hammer. Twice her sobs 
broke through the silence and wor- 
ried them both almost to the point of 
speaking. But each time stubborn- 
ness and pride linked fast the chain 
of silence again before it had slid 
away. 

Suddenly something in the street 
below magnetized his attention. 

“Holy Mackerel! Look!” he 
shouted. 

She jumped to the window. 

Passing below them slowly on the 
street was a two-passenger Ford. In 
it were bride and bridegroom sur- 
rounded by an aurora of fluttering 
ribbons, and attended by an uncere- 
monious procession of small chil- 
dren. 

On the body of the car was a bold 
sign—“Just Married.” And on the 
hood a still bolder sign announced: 
“Gifts for the June Bride at Linds- 
ley’s, the Hardware Store of the 
Oranges.” 

Slowly the procession passed to 
the accompaniment of boyish jests 
and honking horns. And slowly the 
big boy at the window turned around, 
with a quizzical smile on his face to 
the girl who stood beside him. And 
as his smile grew broader two 
dimples touched her cheeks and then 
disappeared into the half semblance 
of a little pout. 


By CHARLES DOWNES 


a Light Dawns on Jim 


“Gosh But we’re a couple of little 
darn fools” he said. “Here we've 
been kicking up a rumpus because I 
didn’t bring home a wedding present 
from New York for Bee and Fred, 
and we could have got it all along 
right here in Orange. Oh, gosh, but 
[’m a dumb-bell 

“You are not. I should have 
thought about Lindsley’s myself. 
Will you forgive me, Jim, for say- 











They look happy J 
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made up the bride and groom in much 
the same way that it is done on the 
stage or in the theater. We colored 
them very highly, darkening their 
eyes and generally touched them up 
so that they would look beautiful 
from a distance. 

“The whole thing is being carried 
out strictly as a burlesque. 

“We tied large cow bells to the 
car with chains and also numerous 
cans and old shoes so that they would 


From 
Lindsley’s, 
Orange, N. J. 
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ing such horrid things about 

“You didn’t say anything, Honey; 
you looked as pretty as a picture sit- 
ting there wifh your eyes big and 
teary and your chin tilted up like 


“Don’t be foolish, Jim. Let’s walk 
downtown and see what we can get 
at Lindsley’s. Maybe it’s a good 
thing you didn’t get anything in New 
York. We can save money and get 
Bee and Fred something that will 
probably be a lot more practical than 
a vase.” 

At Lindsley’s Jim and his wife 
got what their own experience led 
them to believe to be the ideal wed- 
ding present for a young couple 
about to begin housekeeping. As 
they were about to leave the store, 
F. W. Warriner, the manager, nodded 
to Jim. 

“That’s a pretty clever advertis- 
ing stunt,” remarked Jim, “that 
bride and groom in the Ford. How 
did you make ’em up?” 

“Why, we got a make-up box and 
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attract attention by making a noise. 
The car will traverse the whole 
neighborhood around the Oranges all 
Saturday afternoon. It’s strictly an 
advertising stunt to attract attention 
to our sale of June bride gifts.” 

“It’s a peach of an idea,” said Jim, 
as he followed his wife out of the 
store, “and the car passed our door 
just in the nick of time. Believe me, 
old man, you’ve won us for all time,” 
he shot back at parting. 

And Warriner wondered, but was 
pleased. 


Electrically Welded Chain 


A new kind of electrically welded 
chain, in which the flash, or swell, ap- 
pears upon the inside of the oval link, 
rather than upon the entire circumfer- 
ence, is being made by the Columbus 
McKinnon Chain Co., Columbus, Ohio. 
Some manufacturers of electric weld 
chain leave this swell because of the 
added strength, while others grind or 
shear it away to make it smooth at the 
welded joint. 








First Organize-—Then Outfit | 


How the Balfour Hardware Co., Savannah, Ga., Helped 
Start Twenty-two Baseball Clubs and How Sixteen 
of Them Were Fully Equipped with Sport Goods 


(Editor’s Note—C. X. Balfour, 
of the Balfour Hardware Co., 
Savannah, Ga., delivered a prac- 
tical, straightforward merchan- 
dising talk on sporting and 
housefurnishing goods at the 
Southeastern Convention. It’s 
full of ideas.) 


OUSE furnishing goods can 
H be made a big line with any 

hardware dealer. My experi- 
ence has taught me that it pays to 
select a good line and concentrate 
on that line. So many dealers buy 
too many makes of stoves and ranges. 
You have double the amount of 
money tied up in stoves that is neces- 
sary. I have made the same mistake 
but I learned better, and now I buy 
a line and stick to it. If I find some- 
thing that will meet the requirements 
of my customers better, I sell what 
I have on hand first. This same logic 
applies to aluminumware, enamel- 
ware and other lines. Try to keep 
from duplicating your lines. 

A great deal can be said about 
store arrangement. I am no expert 
on this matter, but I devised a plan 
which seems to work to advantage 
in showing my stoves and kitchen 
utensils. 

I use the booth method of display- 
ing ranges—one on a separate stand 
and five stands in a booth. When a 
customer is shown a range in a 
booth, the salesman can secure their 
undivided attention and the goods 
show up to such excellent advantage, 
and it is so much easier to close a 
sale. 

We have separate tables for our 
aluminumware, white ware, gray 
ware, Pyrex, stoneware, tinware, 
ironware and the small kitchen spe- 
cialties. These tables are of uni- 
form size with an aisle between each, 
and a customer can see every article 
to advantage. 

Goods on these tables are straight- 
ened and dusted every morning by 
the man in charge of that depart- 
ment, and shortages are replaced 
from surplus stock or put on the 
want book. 

We display fireless cookers just 
outside the stove booths, also oil 
cook stoves and ovens. We try to 
keep kindred lines together as near 
as possible—one thing suggests an- 


other, and when it is in sight, it is 
a two-to-one shot that customers will 
see something they need other than 
what they came in for. 

The old motto, “Goods well dis- 
played are half sold,” is quite true, 
and hardware merchants should fol- 
low that motto. 

We hold demonstrations of differ- 
ent kinds in our house furnishing 
department. During our fireless 
cooker demonstrations which we 
hold twice a year, we have special 
prices and special terms, and we find 
sales are stimulated in this way. 

I have never believed much in cut 
price sales because we handle the 
best merchandise obtainable and we 
find that cut price sales do not stimu- 
late buying enough to pay for the 
advertising. 

We offer specials in aluminumware 
and other items that we know are in- 
teresting to the housewife, and if 
you make your specials real bargains, 
they will help; otherwise, it is better 
not to cut them. 


The Love of Play 


My subject, “Sporting Goods and 
House Furnishings,” is one dear to 
my heart, especially the sporting 
goods end. Some one has said, “The 
strongest buying motive in the U. S. 
is the love of play.” I believe a man 
must love his work or his bfisiness to 
meet with success, 

Sporting Goods appeals to me as 
it does to every red-blooded hard- 
ware dealer. I have sold sporting 
goods ever since I have been in the 
hardware business and I am develop- 
ing it more and more. I am fortu- 
nate in that respect this year because 
my sporting goods business is hold- 
ing up the end for other lines that 
are not moving. 

One of the many problems that 
confront merchants is keeping the 
total monthly sales as near even as 
possible. When the sale on one line 
drops off, find something to sell that 
will make up for the loss and thus 
keep up the volume. 

I believe most hardware dealers 
will find sporting goods one of the 
answers to this problem. In the 
sporting goods line you have season- 
able merchandise. There is hunting 
equipment in the winter, not only 
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shotguns, rifles and ammunition, but 
hunting clothing, leather puttees, 
boots, gun cases, cleaning rods, calls, 
hand traps and clay pigeons, and 
many accessories that the hunter 
wants and will buy if you will show 
a few of them in your stock. 

Then we have fishing tackle. My 
experience is that the fishing tackle 
season is lengthening. Last year we 
sold tackle from February to Decem- 
ber and this year it will run from 
January to January. Of course, the 
waters around Savannah offer op- 
portunity for both salt and fresh 
water fishing, which accounts for 
our long season. 

There are few spots in the South- 
eastern district that do not offer 
possibilities for the sale of tackle. 
If you haven’t a river near your 
town, there must be a lake, pond or 
creek where fish abound, and it be- 
hooves the hardware dealer to study 
the needs of the fishermen in his 
locality and stock what they want. 

Man has begun to realize that he 
needs relaxation from his business 
cares and worries, and there is no 
better relaxation than fishing. 


Cornering the Baseball Business 


In developing our sporting goods 
business we don’t wait for the busi- 
ness to come to us—we go after it. 
To illustrate, this spring when things 
were a little dull in the usual hard- 
ware lines, we decided to go out and 
corner the baseball business in our 
community. We have a very efficient 
man in charge of our sporting goods 
department. I told him to take all 
the time necessary, to organize the 
different leagues. He went to work 
on them while the wintry blasts were 
still with us, but the sap had begun 
to rise in the baseball player, and 
the result is this: Three leagues 
composed of 22 teams, besides other 
teams that were not admitted. We 
fitted 16 teams of these leagues 
with uniforms and sold most of the 
individual players their gloves, mitts, 
etc. We got the ball adoption of the 
three leagues by offering the winner 
in each league a silver cup. ~ 

Our salesman helped the leagues 
organize, helped get the grounds in 
shape, build new diamonds, got the 

(Continued on page 78) 
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THE BUSINESS OF BUYING 


HE mail-order buyer usually becomes one because his local merchant fails to carry 
the things he wants to buy. How many buyers realize this fact? 


q Too many merchants fail to distinguish between buying and speculation. Buying 
is a necessary adjunct to merchandising. Speculation is a thing apart. The practical 
merchant is a business man—not a gambler. 


qThe buying of such goods as sound judgment and accurate records indicate will be 
sold within a reasonable period is not speculation. It is only business. True, there is 
some element of chance, but it is a legitimate element—the element which is always with 
us in life as well as business. 


q You haye no moral right to a place in the chain of merchandise distribution, either as 
a retail merchant or a wholesaler, unless you are willing to carry the stock your trade 
expects you to carry. If you are to accept the profits of business you must also assume 
the responsibilities. 

q When trade falls off it is not only right and proper but it is good business for the 
merchant to buy in smaller quantities. It is not, however, an excuse for cutting down the 
range of merchandise in his stock. The customers who continue to buy are entitled to 
consideration—to a choice of goods. 


q The manufacturer who has produced a worth-while product, carrying a fair profit, and 
has created a market for that product, is likewise entitled to consideration. There is no 
incentive to stimulate demand unless the wholesaler and retailer are in position to fill that 
demand. 


q Very often the mere invitation to buy creates a sale which would otherwise never be 
made. A complete stock, well displayed, is often the strongest invitation to buy. 


q The lack of one staple item in a merchant’s stock may mean the loss of a dozen customers. 
The cost of stocking that item is infinitely less than the cost of replacing those customers. 


qTwo years ago we faced a condition where the dollar was seeking the merchandise. 
To-day merchandise is diligently seeking the dollar. The reversal of conditions necessi- 
tates a change in thought and action on the part of those who sell. 


q The merchant who passes through the present adjustment period successfully must pay 
more attention to his trade. He must study his trade territory and uncover the wants and 
needs of the people in that territory. He must learn their likes and their dislikes. With 
this information at hand he can cut the risks of buying to a minimum. He can eliminate 
speculation and guesswork. 

q Practical buying is impossible without an accurate knowledge of conditions and prices. 
Common sense demands that the merchant should know the conditions which have a 
bearing on price, from the raw material to the finished product. It is not always a question 
of raw material prices or manufacturing costs. Supply and demand must be reckoned with. 
A surplus or shortage of raw material is certain to be reflected later in merchandise prices. 


q There are at least four factors in the high cost of retail merchandising: Over-buying, 
buying at the wrong price, under-buying and poor selling. Each adds to the toll of a mer- 
chant’s overhead and reduces his profit. 


qIf you are to sell profitably you must buy intelligently, but you cannot sell at all unless 


you first buy. There are no profits in empty shelves. 
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House Committee Speeds Up Tariff Revision 


Longworth’s “Ad Interim” Plan Defeated—Imports Decline Rap- 
idly in Face of Higher Duties—President Signs New Budget Law 


WASHINGTON, June 20, 1921. 


HE House leaders are making a 

| desperate effort to lick the new 

tariff bill into shape in the Ways 

and Means Committee and report it out 

by July 1. This is the bill which Chair- 

man Fordney and his colleagues last 

March predicted would be before the 
House not later than May 15. 

There are sound reasons, however, 
for the delay in bringing this import- 
ant measure out of Committee. In ad- 
dition to all the problems inseparable 
from a comprehensive tariff revision 
the Ways and Means Committee has 
been obliged to deal with a score of 
abnormal conditions which represent 
legacies from the World War. 


A Man’s Size Job 


It would have been a man’s size job 
to revise the Underwood-Simmons tar- 
riff law after eight years’ experience 
thereunder. It is proving a herculean 
task to provide in connection with this 
revision remedies for dislocated foreign 
exchange, low labor costs in the princi- 
pal manufacturing countries of the 
world, and the artificial conditions that 
have been brought about by the pater- 
nalistic efforts of the Central Powers 
to recover their lost trade. 

The most embarrassing setback the 
Ways and Means Committee has en- 
countered in its work of revising the 
tariff has been the rejection by the 
caucus of House Republicans of the 
Longworth “ad interim” resolution put- 
ting the rates of the new tariff in force 
when the bill is reported to the House 
from committee instead of when signed 
by the President. This was a body 
blow for Longworth, especially, for 
while the idea originated several years 


By W. L. CROUNSE 


ago with the United States Tariff Com- 
mission, it was the Ohio member who 
put it in concrete form and urged it 
upon the attention of his colleagues. 

I described the ad interim project in 
this correspondence when Mr. Long- 
worth first evolved it a couple of 
months ago. It was so radical that 
I had very serious doubts the House 
would accept it, and these doubts have 
now been fully justified. 

According to the Longworth project 
the Underwood-Simmons tariff sched- 
ules would stand repealed on the day 
the new tariff bill was reported to the 
House, and in place of the old rates 
there would be substituted those of 
the new bill as framed by the Ways 
and Means Committee. 


May Be Unconstitutional 


Of course this was a revolutionary 
procedure and I have definite misgiv- 
ings as to its constitutionality. You 
will note that the Longworth plan gave 
the membership of the House, outside 
the Ways and Means Committee, no 
voice in the fixing of the new rates, 
and, more important still, it left the 
Senate entirely out of the calculation. 
Any statesman who undertakes to ig- 
nore the United States Senate in the 
framing of Federal legislation,. whether 
temporary or permanent, has under- 
taken a big task—as Mr. Longworth 
has discovered. 

On the score of constitutionality it 
is doubtful if the courts would sustain 
the imposition of duties in the framing 
of which the Senate had no part, for 
the method by which our Federal stat- 
utes must be drawn, considered and en- 
acted is spelled out in detail in the 
constitution which contemplates no 
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such short cuts as that suggested by 
the Ohio Congressman. 

A moment’s consideration serves to 
emphasize the impracticability of the 
Longworth scheme, which _ involves 
nothing less than that the House and 
Senate should agree in advance of re- 
ceiving any information as to the rates 
therein that the schedules of the new 
tariff bill shall become effective im- 
mediately upon being reported by the 
House Committee. 


A Pig in a Poke 


Thus Senator McCumber of North 
Dakota, for example, would be called 
upon to agree to the rates of the new 
tariff bill on grain and other farm pro- 
duce without any knowledge as to what 
those rates might be. The members 
of the Ways and Means Committee 
would know, of course, and in this re- 
spect they would have an immense ad- 
vantage over all their colleagues. 

Imagine Senator Boise Penrose vot- 
ing for a joint resolution that would 
make immediately operative the iron 
and steel schedule without any know]- 
edge of the rates incorporated therein! 
Sounds funny, doesn’t it? 

Well, the expected happened. After 
four hours of animated debate the Re- 
publican caucus adjourned without en- 
dorsing the Longworth plan and we 
have since heard very little of ad in- 
terim legislation. 


Getting Down to Brass Tacks 


The Ways and Means Committee lead- 
ers have now buckled down to hard 
work and expect to report a bill that 
will receive consideration in the good, 
old-fashioned way and that will not be- 
come the law of the land until both 
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June 23, 1921 


Houses have agreed as to its provisions, 
and it has received the signature of the 
President of the United States. 

It is an extraordinary thing that 
the ad interim legislation has been 
pushed at a time when there was less 
oceasion for it than in connection with 
the revision of any tariff law in the 
past half century. Even the friends of 
the Longworth plan are now obliged 
to make this admission. 

The ostensible purpose of making the 
rates of the new tariff bill effective 
when reported to the House was to 
head off anticipatory importations 
which it has been assumed would be 
made by speculators for the purpose of 
escaping the burden of increased rates. 
Very large anticipatory importations 
were made prior to the enactment of 
the McKinley Act of 1890 and the Ding- 
ley Law of 1897. As the revision was 
downward in the Payne-Aldrich Law cf 
1909 and the Underwood-Simmons Act 
of 1918 there was no rush of foreign 
goods to reach the United States in 
anticipation of the enactment of these 
statutes. 


Anticipatory Importations Negligible 


It has long been known that Congress 
planned substantial increases in the 
rates of the existing tariff, but, strange- 
ly enough, the anticipatory importa- 
tions have been practically negligible. 
This is a condition that seems to call 
for an explanation. 

I drew attention several weeks ago 
to the fact that importations in April 
of this year were less than one-haif 
of those for the same month of 1920. 
This was extraordinary in the face of 
the fact that rates were going up. 

I have before me the official statis- 
tics compiled by the Department of 
Commerce covering our foreign trade 
for May, and for the eleven months 
ending May, 1921, as compared with 
the corresponding periods a year ago. 
They are even more striking than the 
April figures. 

Our imports in May, 1921, aggregat- 
ed but $208,000,000 as compared with 
$431,000,000 for the same month of 
1920, a loss of 52 per cent. This show- 
ing is certainly interesting when an 
increase of 100 per cent would not 
have been surprising under the circum- 
stances. 


Not a New Tendency 


That this downward tendency has 
been prevailing for some time is shown 
by the figures for the éleven months 
ending May, 1921, during which the 
imports aggregated $3,471,000,000, as 
compared with $4,685,000,000 for the 
same period of 1920, a decrease of 
$215,000,000. for the eleven months, 
or about 35 per cent. 

Our exports in May of this year also 
show a heavy decline. The total for 
the month was about $330,000,000 as 
against $745,000,000 for May, 1920, a 
loss of 55’per cent. 

The shrinkage in exports has been 
progressing for several months. For 
the eleven months ending May, 1921, 
the total is but $6,179,000,000, compared 
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with $7,479,000,000 for the correspond- 
ing period of 1920, a decline of $1,300,- 
000,000, or nearly 20 per cent. 

Of course the answer is that the per 
capita consumption ,of goods of all 
kinds throughout the world has been 
steadily declining for the past nine 
months. Every American merchant 
knows that this is true in the United 
States and our export figures demon- 
strate that it is equally true of the 
foreigners who usually buy our 
products. 

After all, it is not an unhealthy sign 
so far as America is concerned, as it 
means merely the ending of jazzing 
and joy-roding, to be followed by a 
period of sound readjustment and sub- 
stantial reconstruction after which we 
may look for a long era of genuine 
prosperity. 


Will Tackle Internal Revenue Re- 
adjustment 


In view of the probability that Con- 
gress within the next thirty days will 
take up the big problems of readjust- 
ing our internal revenue taxation, 
considerable interest is being aroused 
in the tax program of the Committee 
of Manufacturers and Merchants on 
Federal Taxation, a body composed of 
about 30,000 heads of industrial and 
commercial houses. This program, 
which has been brought forward in 
concrete form by Representative Keller 
of Minnesota, consists of four bills. 

The first of these bills repeals the 
excess profits, corporation income, 
transportation and sales taxes, with a 
few exceptions in the last class; the 
second cuts the present income tax 
levy from 4 to 2 per cent where the 
income is derived from personally ex- 
erted labor, management or skill; the 
third increases the present inheritance 
tax percentages, and the fourth places 
a 1 per cent tax on land values above 
$10,000, exclusive of buildings and im- 
provements—and in the case of farms, 
of the costs of clearing, draining and 
maintaining fertility. 


Would Cut Cost of Living 


This program, Mr. Keller says, 
would lift an annual tax burden of about 
$1,730,000,000 from the shoulders cf 
productive business and industry. It 
would decrease the cost of living by 
four or five times that amount as the 
present taxes are increased by that 
much in being passed on to the ultimate 
consumer. The present taxing system, 
he says, has oppressed business, in- 
flated prices, caused unrest, lessened 
purchasing power and driven capital 
out of production and into non-pro- 
ductive tax-exempt securities. 

“The result is industrial stagnation,” 
Mr. Keller says. “The proposed pro- 
gram would cause a nation-wide busi- 
ness boom.” 

The gist of Mr. Keller’s argument 
for an increased inheritance tax ap- 
peared to be that, first it would produce 
the needed revenue from a source corn- 
paratively untapped and do so without 
injury to the national welfare; second, 
that it is justified because wealthy 
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heirs benefit more than others from 
the safety provided by government, and 
third, that it would reduce the public 
menace of enormous power concentrat- 
ed in a few hands. 

Here is the argument of the advo- 
cates of the Keller plan concerning 
taxing of land values: 


Plea For Taxing Land Values 


“Natural and location values of land, 
exclusive of all improvements neces- 
sary to put it to use, are created by 
the community—through the mainte- 
nance of law, order and public safety; 
through supplying public conveniences, 
such as good roads, postal service, etc., 
and through public demand. By taxing 
persons on the basis of these commu- 
nity-created and governmentally en- 
hanced land values, the government 
ceases to penalize human effort and in- 
stead merely collects a rent for the 
privilege in which it protects the land- 
holder at a great expense. 

“The result would be to encourage 
production and to discourage holding 
valuable ore lands, timber lands, city 
building sites and farm sites out of 
use, to maintain a monopoly or until 
they can be sold at enhanced prices, 
caused solely by public need. 

“This would return to the govern- 
ment and the public the values the 
government and the public create and 
would remove the necessity of the gov- 
ernment taking values the individual 
creates. The owner would have to put 
his land to use to get the potential. use 
values that make it valuable. 


Would Not Tax Self-Created Wealth 


“This would restore free competition 
and prices would be held down through 
this competition to cost of production 
plus a fair. competitive profit. When 
the government meets its expenses out 
of the land rents it has created in the 
first place, it will not have to tax per- 
sons on the wealth they create exclusive 
of land use, and therefore the purchas- 
ing power of the country will increase. 

“Competition will = rofiteering; 
encouraging or forcing Gal ean of land 
will increase production; dangerous 
monopolies will be broken up, pro- 
ductive capital will get easier access to 
the natural resources needed in pro- 
duction. Everyone will benefit except 
those who amass wealth, not by using 
their privileges, but ‘sitting tight’ on 
whatever bit of earth they have corn- 
ered and ‘charging all the traffic will 
bear’ against the rest of the community 
which must use it.” 

I am very much afraid the Keller 
plan will not commend itself to such 
old wheel horses as Penrose of Penn- 
sylvania, Smoot of Utah, and other 
hard-headed business men who have 
always shied at the doctrines of single- 
tax theorists, and who are hard to 
convince that Uncle Sam can lift him- 
self by his bootstraps. 


President Signs Budget Bill 


President Harding has signed the bill 
establishing the budget system of gov- 
ernment expenditures. The enactment 
of this measure is almost enough of 
an accomplishment to justify the labors 
of an entire session of Congress. 

In order to put the new system quick- 
ly into effect the President expects to 
appoint a Director of Budget as pro- 
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vided for in the bill. This nomination 
will go to the Senate in a few days. 

If there is any delay in making this 
important appointment it will be be- 
cause of the difficulty in finding a man 
big enough for the job who is willing 
to take it at the small salary the law 
provides. The President has been 
greatly embarrassed by a similar situa- 
tion in filling a score of important jobs. 

It takes a lot of persuasion on the 
part of the Chief Magistrate to induce 
men big enough to head the Standard 
Oil Company or the United States Steel 
Corporation to give up their life work 
and help run the Shipping Board or 
some other Federal commission for a 
year or two at a salary such men us- 
ually pay their private secretaries. 

As the most difficult part of the 
average government job consists in 
rectifying the blunders of ignorant 
predecessors and as the ablest men in 
the country are certain to be criticised 
or even vilified by politicians and par- 
tisan editors, President Harding’s task 
in ‘securing a hundred-thousand-dollar 
man for a five-thousand-dollar job is 
indeed a great one. 


Mr. Douglas Reports on Business 
Outlook 


Do not permit yourself to be deluded 
into the belief that there will be an 
early resumption of the war-time vol- 
ume of business, or that the country 
will enter upon a new era of prosperity 
before the end of the calendar year. 
This is sound advice given by Archer 
Wall Douglas, well-known hardware 
man and chairman of the Committee 
on Statistics of the United States 
Chamber of Commerce who has just 
made public his semi-annual report on 
business and crop conditions. 

Business promises to be _ quiet 
throughout the summer, but the har- 
vest may give a moderate stimulus to 
trading. The improvement, however, 
will be slow and gradual. 


“There is a growing realization of 
the fact,” says Mr. Douglas, “that re- 
turning prosperity in this country de- 
pends upon the recovery of Europe, 
since she is and will be for a long time 
to come the best market for our sur- 
plus, for that surplus which we have 
accumulated and still have on hand in 
every phase of industry. Meanwhile 
the slow progress of business finds its 
chief stimulus in the gradual depletion 
of stocks of both merchandise and 
commodities, and that demand for re- 
placement and repair which in itself 
produces the principal volume of our 
domestic commerce. There is still 
money to be spent where bargain prices 
are in evidence, showing that purchas- 
ing power is still high despite any un- 
toward conditions. 


Cotton Prospects Bad, Wheat Good 


“There is an almost unprecedented 
reduction of the cotton acreage in the 
South this year, with the plant still 
struggling against much wet weather 
and a late start. At the same time, 
wheat promises a larger yield than last 
year by from thirty to forty million 
bushels. 

“Corn is not yet all in, but it is sig- 
nificant that the South expects to grow 
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more corn this year than last, and 
much more feed for live stock. The 
acreage in rice will be less than the 
1920 crop because of the large surplus 
carried over and with scarcely any de- 
mand. 

“The general condition of live stock 
is most excellent, save in Southern Ari- 
zona and New Mexico, where the ranges 
were burned up by drought. The low 
prices of cattle, hogs and sheep still 
make them unremunerative to the 
farmers, while wool is ih tremendous 
supply at exceedingly low prices. 


Much Fruit Destroyed 


“Most of the early fruit was practic- 
ally destroyed by freezes in the spring. 
Fortunately there are still some ex- 
ceptions in scattered portions of Michi- 
gan, Pennsyvania, Shio, New York, 
Connecticut, Washington, Idaho and 
some of the South Atantic States. The 
citrus crop is generally good, though 
damaged to some extent by wet 
weather in Florida. There will be a 
good crop of strawberries. 

“While the dairy industry is grow- 
ing throughout the country, the re- 
duced prices of butter fat, milk and 
other dairy products cause some farm- 
ers to think that the bottom is still 
dropping out of everything. Fortu- 
nately there is another side to the live 
stock-dairy interest in the promise of 
a great harvest of feed at low figures, 
which may thus more nearly equalize 
present prices with the reduced cost 
of production. 

“One of the most serious conditions, 
serious because there are immense pos- 
sibilities of its being much better, is 
the slow growth of building, due to the 
continued high costs of the whole of 
construction. Until these costs are re- 
duced, building will be only such as 
comes from the impulse of necessity. 
Lumber naturally sympathizes with the 
inactivity of building and despite its 
low prices suffers from lack of de- 
mand. 

“There has been some increase in the 
output of automobiles, notably in cer- 
tain localities. All the various phases 
of leather production and manufacture 
seem to have struck bottom, both in 
prices and in demand, and to have had 
some moderate healthy rebound. 


Steel Industry Depressed 


“The steel industry is running on 
short time with limited output and re- 
duction of orders in hand. Railroad 
shops are very quiet. Textiles, more 
particularly wool and linen, are doing 
somewhat better, as is likewise the 
shoe industry, especially in women’s 
footwear. In a word, each industry is 
affected by different conditions and is 
to be judged after this fashion. 

“Mining in general is a striking ex- 
ample of a particular economic trouble 
affecting the country as a whole. Most 
of the minerals, whether coal or copper 
or zinc or lead, have greater actual and 
potential capacity than there is any 
demand for in sight at present. Co~se- 
quently mining in general is very dull, 
and, where running, is doing so on 
short time. 

“One bright spot in the coal mining 
situation is down in southwestern Vir- 
ginia, where there is increased demand 
for export, due to the general coal min- 
ing strike in Great Britain. Coal min- 
ing is very naturally affected, not only 
by the slump in manufacturing, but 
likewise by the great falling off in the 
volume of railroad business. 
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Railroads Cutting Costs 


“The railroads are using their ut- 
most thought and endeavor to get their 
house in order by reduction in the cost 
of operation, and by various economies. 
All of which inspires the hope on: the 
part of the general public that these 
things when accomplished—and they 
now seem under way—will result in re- 
duced cost of transportation. For such 
costs of transportation are a heavy 
handicap, too burdensome to be borne 
by many commodities, notably lumber 
and numerous farm products. 

“So true is this that it is actually 
curtailing business in these and other 
lines so affected, thus being a direct 
loss both to the producer and the trans- 
portation companies. One of the in- 
teresting developments of the time is 
the growth of the electric trolley car 
and the auto truck in short hauls, in 
which they are already formidable com. 
petitors of the steam railroad.” 


Case Against Southern Hardware Job- 
bers Concluded 


After more than a year of contro- 
versy the case brought against the 
Southern Hardware Jobbers’ Associa- 
tion by the Federal Trade Commission, 
charging boycott and conspiracy in 
constraint of trade, was finally conclud- 
ed during the past week. The Commis- 
sion’s decision was reserved but will be 
handed down at an early date. 

The closing arguments of counsel 
were characteristic of the entire pro- 
ceeding which has been a series of 
allegations and denials with very little 
absolutely conclusive evidence on either 
side. C. M. Neff, counsel for the Com- 
mission, in closing his argument de- 
clared that the Government had pro- 
duced conclusive proof that the mem- 
bers of the Southern Hardware Job- 
bers’ Association has sought to infiu- 
ence hardware manufacturers not to 
sell their products to the Merchants’ 
Co-operative Association, and _ the 
American Purchasing Co., of Atlanta, 
the joint concern in which a consider- 
able number of Southern hardware re- 
tailers were allied for the purchase of 
goods direct from the producer. P. OG. 
Knight, of Tampa, Florida, counsel 
for the jobbers’ association, denied Mr. 
Neff’s allegations and declared that the 
evidence showed that the jobbers have 
observed both the spirit and letter of 
the law. 

It is expected that the decision of the 
Commission will involve either the dis- 
missal of the complaint or the issuance 
of a decree restraining the jobbers’ as- 
sociation from continuing to pursue the 
policy complained of. 


Soss Co. New Addition 


A recently completed addition to 
its factory gives the Soss Mfg. Co., 
Brooklyn, N. Y., a modern three 
story brick building in which the 
most up-to-date machinery has, been 
installed. In addition to the familiar 
line of Soss automobile hardware the 
company plans to enter the field for 
all kinds of stampings and die 
castings. 
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Announcing A Three-Star Combination 


More Exclusive Features Are Added to the Pages 


of HARDWARE AGE—Saunders Norvel as Con- 
tributing Editor—Legal Advice by James A. Timony 


N accordance with its policy of 
I supplying the retailer, jobber 

and manufacturer with the best 
available material, HARDWARE AGE 
is happy to announce in this issue 
that three more, big exclusive fea- 
tures have been placed on its al- 
ready lengthy list of excellent con- 
tributions. To begin with Saunders 
Norvel, the best-known salesman 
ever connected with the hardware 
business and whose advice has been 
worth many thousands of dollars 
to those prudent hardware mer- 
chants who have followed it, will 
contribute articles to HARDWARE 
AGE commencing with the issue of 
June 30. Every one of these ar- 
ticles have been especially pre- 
pared for this publication and no 
part of any of them has ever ap- 
peared or ever will appear in any 
other hardware magazine. This 
feature alone should mean much to 
every subscriber. 

Another and almost equally im- 
portant attraction is the legal ar- 
ticles that are being contributed 
once a month to HARDWARE AGE of 
James A. Timony. The first ap- 
peared in the issue of June 16 and 
another one will be published in 
July. Mr. Timony is an attorney 

















You all know Saunders Norvel who 
will write — for HARDWARE 
GE 


of ability practicing in New York 
City and is a practical practitioner 
rather than a theorist. He has con- 
sented to answer all legal questions 
that are sent into HARDWARE AGE 


and will answer them direct to the 
applicant free of charge. In order 
that the hardware men of the coun- 
try can benefit, those of the more 
general nature and applicable to the 
trade as a whole will be published 
in HARDWARE AGE, but the name of 
the sender will be omitted. This 
actually constitutes a free legal bu- 
reau and if properly used should 
save subscribers many dollars dur- 
ing the coming year. We earnestly 
request all readers of HARDWARE 
AGE to use this exceptional service. 

The third feature will come in 
the nature of a surprise and will 
give to our readers something 
never before obtained in a hard- 
ware publication. It will be a series 
of articles written by a man who 
is well known to every hardware 
dealer in the country and his ar- 
ticles, while written in a particu- 
larly pleasing and humorous style, 
will contain real meat and much 
food for thought. We are with- 
holding his name purposely to 
stimulate your interest. Watch for 
a detailed account in a forthcom- 
ing issue. 

Remember that all three of these 
are exclusive in the hardware and 
housefurnishing field. 





George R. Keltie has been made plant 
manager, American Wringer Co., 
Woonsocket, R. I., to succeed John F. 
Sweeney. 


Fred McFawn, special productions 
department, The Stanley Works, New 
Britain, Conn., has resigned to become 
director of sales, Hartmann Trunk Co., 
Racine, Wis. He is succeeded by Carl 
Messinger. 


The H. M. Waite Hardware Co., 185- 
189 Front St., Worcester, Mass., has 
been reorganized under the firm name 
of the Waite Hardware Co., and the 
capitalization increased from $25,000 to 
$175,000. EF. A. Chamberlin is presi- 
dent; R. W. Spangler, treasurer; A. A. 
Parker, vice-president, and W. S. 
Chamberlin, secretary. The company’s 
store is being thoroughly overhauled 
and considerably enlarged by the elimi- 
nation of stairways, while a new mod- 
ern front is under construction. Busi- 
ness is being conducted as usual during 
the alterations. 


Ray and Ralph Emerson and W. H. 
Craig, Island Falls, Me., are interested 
in a new firm formed, which has pur- 
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night. 
“How is business?” 
words: Average, fair or good. 


below normal. 


on three facts: 
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What Would You Say? 


Three words and a question mark were stuck into the question 
box at a meeting of the Brooklyn Hardware Dealers the other 


All of the dealers present answered with one of these three 
The gentleman presiding asked if anybody found business 


The answer was a great big, round, unanimous NO! 
Every dealer called upon to tell his own experience agreed 


1. That store business was better than last year. 

2. That the number of store customers was larger than last 
year, although purchases were smaller. 

3. Charge accounts were smaller than last year. 

How does your own experience tally with these answers? 

What is your answer to the question, How is business? 

Send it in to us for publication. 

Let’s clear the atmosphere with facts. 
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chased the stock of the 
ander Hardware Co. This stock will be 
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Featuring a Store Catalog of Auto Accessories—Hot Weather 
Needs in Attractive Combination Ad—An Old Time Dollar Sale 


A Booster for Accessory Sales 


No. 1 (2 cols. x 6 in.) 

There is not the slightest shadow of 
doubt that a store catalog devoted to 
auto accessories is the most effective 
single means of insuring steady patron- 
age for this department of the hard- 
ware store. 

The writer once visited by chance a 
small auto accessory shop in an obscure 
location of the metropolis. Expressing 
wonderment at the amount of business 
done, and inquiring as to sales methods 
used, he discovered that the sole means 
of attracting business was through a 
catalog. The proprietor pointed to a 
pile of catalogs and said: “There’s our 
new edition fresh from the printer’s. 
In four days they will be in the mails. 
Some of our customers we never see, 
but their orders reach us regularly. 
Our success is due to our catalog and 
you may be sure we take pains to get 
up as good a one as we can.” 

Isn’t this a lesson for the hardware 
man. When you have an attractive 
accessory catalog, you can draw trade 
by mail, you can draw business from 
surrounding towns, you have a sales- 
man always on the job speaking to your 
customer just at the moment he is 
seized with a desire to purchase. 

Here is an ad featuring the accessory 
catalog of the Sumner Co., Moncton, 
N. B. It is a good ad because it re- 
produces the cover indicating that the 
catalog is a real one, something worth 
getting. The copy describes it further, 
dwelling upon its size and completeness. 
The display line reminds the reader he 
can get one by calling for it, or by 
writing for it. 

'An ad like this will place many cat- 
alogs into good hands. And your local 
motor registration list will enable you 
to mail out many more to live prospects. 
A pile on your counter will secure 
further distribution. Every book you 
put out is potential business for your 
accessory department. 

If you have an accessory catalog, use 
an ad like this one. If you haven’t, it 
is rather late to do anything about it 


now but start now and prepare one. 
Go over your stock, get cuts from manu- 
facturers, make up a page at a time 
and pass it to your printer. Group as- 
sociated articles. For examples, list 
tires, tubes, repair kits, pumps, valves, 





STORE HOURS—7:30 A. M. TO.6:00 P. M. 


_ ( PETTEE’S | 


___“THE MOST INTERESTING STORE IN OKLAHOMA” 








MONDAY USHERS IN AT PETTEE'S OUR 
MAMMOUTH MAY SALES 


From May 23rd to 30th we will hold for the benefit of our many 
patrons in the city and state, the largest and most unusual clear- 
ance of high grade seasonable merchandise we have ever at- 
tempted. Never before have you been able to buy PETTEE mer- 
chandise at prices presented to you. Upon every counter, table 
and shelf seasonable merchandise can be bought at a handsome 
saving. Monday shopping will be very lively at this store and 
we urge you to be here early Monday. Remember, sale starts 
promptly at 7:30 A. M. 


BOSTON BAGS 


A handsome Boston bag of genuine cowhide 
Your choice of black or brown, Equipped IG 
I d strong handic. Comes Be 








with a good 

in 13, 14 and 15-inch sizes. Regutar 

$7.50 value. Sale Price $2.98 = 
; 








Made of hard fibre and heavy catches 
and locks. Your choice of 22, 24, 2v-inch 
sizes iu black or brown, Valucs up ‘tu 
six fifty. Sale Price— 


$3.98 


Third Floor—Pettee’s 











Couch Hammooks For 


Porch or Lawn 






jee 8 y 
coiled springs with support. $85 vaiue 
Sale Price, $57.00. etches 

our choice of the following fancy 
siripes and khaki duck, 








$45.00 couch hammocks... 
$42.60 couch hammocks 








. OCKS .....+ 7. $19.9) 
Spports for the above nammocks, 
5.00 extra 
Third Floor, Pettee's. 





Hand Luggage at Sale Prices 


18-inch Genuine Cow- 
hide Travelirig Bags 
A handsome value is this bag. 18- 
inch genuine Cowhide traveling bag. 
Hand-sewed frame, leather "“Tined: 
equipped heavy bronze catch and 
4, lock. Your choice of two colors, 
— and tan. to sell. 
egular 
$35.00 value .......00- 16. 
Third Floor—Pettee's 








2. Boost luggage if you sell it and do 
it now. 
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tire covers, irons, jacks and other asso- 
ciated articles on a page or two pages 
if need be. You thus make it easy for 
the reader to locate items carried in 
stock—your catalog becomes more effi- 
cient. By next spring you’ll have a 
catalog that will take care of an en- 
larged accessory department. 

If you start now, you will have your 
book out in time for summer and fall 
trade and you can revise it for the 
spring. 


Boston Bags and Porch Swings 


No. 2 (2 cols. x 10 in.) 

F. S. Lamb, Secretary of Pettee’s, 
the up-to-date hardware store of Okla- 
homa City, Okla., sent us this ad which 
is taken from a most attractive page 
ad used in the Daily Oklahoman. 

It was a May sales announcement 
and its purpose was to stimulate buying 
under conditions according to Mr. Lamb 
which were not altogether promising. 
We are glad to report however that 
this ad which was one of several] similar 
sales was very successful. 

The reproduced panel is interesting. 
People begin to travel now and luggage 
is in demand. If you sell luggage, drive 
it hard now. The couch hammock panel 
is good and timely. This is attractive 
merchandise just at this time and ready 
response may be expected from news- 
paper readers. The store offered 20 
per cent off on its entire stock of Hart- 
mann wardrobe trunks and luggage of 
all description. 

We ask you to notice the cuts in this 
ad. Good cuts characterize Pettee ads. 
Evidently somebody watches this end 
of the advertising—somebody who real- 
izes that a poor cut spoils the effect 
of the best ad. 


The Dollar Convalescent! 


No. 3 (4 cols. x 12 in.) 

The well-known dollar, after a series 
of vicissitudes which warped its shape 
and made it look like 38c on June 1 
last is on the way to recovery and is 
rapidly approaching par. 

Consequently, it is possible for the 
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hardware dealer to resume the old time 
dollar sale and here before you is a 
dollar ad used but a few days ago by 
Wells & Wade, Wenatchee, Wash. 

It’s a good ad, too. The opening talk 
suggests the store is so full of dollar 
items that the ad can’t take care of all 
of them. The way the add is divided 
makes it interesting to all classes of 
readers. The panels appeal to the 
sportsman, the autoist, the housewife 
and the mechanic with a sprinkling of 
items of general interest. We think 
this very good planning. 

Don’t try to stage a dollar sale ad 
without cuts specially prepared for such 
sales. Six such cuts are used in the 
Wells & Wade announcement. 

The type arrangement is excellent: 
the three enclosed panels contrasting 
sharply with the three plain panels and 
making the ad most easy to read. 


Twin Hot Weather Comforts 


No. 4 (3 cols. x 10 in.) 

About the time you get this copy of 
HARDWARE AGE, Old Sol will be warm- 
ing up to his job and an ad like this 
one of the W. L. Shearer Co., Toppen- 
ish, Wash., will pull in good style. 

You ought to sell refrigerators as the 
heat waves comes on for hot weather 
will show up a lot of refrigerators 
which have outlived their usefulness 
and their owners will want new ones. 

Likewise, an oil stove will look mighty 
attractive when the kitchen begins to 
heat up with the help of a stove and 
the sun’s rays. 

Friend Husband will be decidedly in- 
terested in this ad for it is more or less 
aimed at him as well as Friend Wife. 

The copy features several convincing 
points concerning the refrigerator and 
the oil stove, too, is well presented. 


PUBLICITY ITEMS 


Wells & Wade, Wenatchee, Wash., 
whose current ad is reproduced in this 
week’s department, were participants 
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Fo a Me Wig FOR 
Shes DISTRIBUTION | 
Ye If you are interested in the 
Sale . , Sale, Care or Driving of a 
SUMiE RC a Car we are anxious that 
LO ou should have one. The |} 
Reproduction of Cover 1 Y21 issue is larger and |} 
more complete than any |} 
we'have yet pul out and will cuntain much of interest to ff 
every motor enthusiast. 


IF YOU 60 NOT RECEIVE IT BY MAIL, WRITE OR 
CALL. FOR ONE. 





On and after June 4th this Store will close at 1 p. m: 
Saturday afternoons during June, July, August and 
September. Open Friday \ Friday evenings til 9p. m = 
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SUMNER CO. 


Main St. MONCTON. N..B. * 
wn $$ ————_"" 


1. A catalog will aneet your auto 
accessory sales. 
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y& 3 $ $ The Store That Saves You Dollars $ $ $ $ $ 
YOUR BOLIAR 


Will Do’Double Duty Now in Buying 

| Hardware and Household Supplies 

THE OLD TIME DOLLAR IS BACK—ONLY A VERY FEW OF THE DOLLAR ITEMS 
CAN BE SQUEEZED INTO THIS SPACE, BUT YOU WIL FIND UPON STRICT EX- 
AMINATION THAT EVERY SECTION IN THIS STORE IS GIVING THE BIGGEST 
\ND BEST VALUES FOR YOUR MONEY. 





































You no doubt are in need of a number of things for ‘the house, the kitchen, the automobile, or for vour every- 
day comfort and convenience. You'll be eurprised and pleased with the many opportunities to save on desirable 
hardware and household needs at a price that gives you more value than you have been getting or can get at 
other stores. 

i ! f : Good Tools 
Fishermen! Miscellaneous Dollar 
Look What Your Items —at a— 
Dollar Will Buy 1-2 Gallon Family $1 00 Doliar 
Paint, all colors.+.. e 

: ‘ sd . Good Grade Handsaw, 
“Winchester,” 25 yard, enamled 8 Rolls Super-Fine $1 09 “ in ; 

braided Silk Fish Line, 14 Jb. Toilet Tissue ..... o . i) a ao ee re ae 

—_— test. Big $1.00 Large Carborundum $t 00 Iron “——e Plane, $1.09 

value for .ccccccccece Sharperting Stone . 7 1-2 in. size .......... 
3 cans “Tyee” Brand Sal- Best Quality Combination 

Sprinkler Can, Heavy - 

Se TR scvscncucsuce $1.00 Galv., 6 qt size. "2 00 WE Nesddata auksakes $1 00 
10-excellent Gut Leaders, Mechanics Ball Pein 

SIC BOG ovcccccccses $1.00 Hammers ...... « Oh 00 
Best Grade Fancy Basket $ 8 in. Agricultural $ 

Ws athe sandes 1.00 | Weemel .ccsec evcoce oc 1.00 

You “Auto” Save Money The Housewife Will Appre- Our Prices Tell the 

On These Bargains ciate These Dollar Values Story 
Champion Spark Plugs. any 


size, f 'e White Enameled- Mixing Bowl, 5-Gullon Oil Can. $ 
cute $00 | “titer isin gt gg | “hone tania. S10 


diameter ....6+ seeves 


Genuine “Rose” Grease Sai ammer'. (+ 
cng aecee J . yore ° $1. 00 Enameled Pie Pans, deep, , $1.00 a :. et : : $1.08 


Big Can of “Nonolio” $1 00 10 inch diameter. 3 for 
1 “oli . , : Caiod Liquid Glos. 
Auto Polish ...... Perfection or Puritan Stove $1 00 ; ned na tid G $1 09 
. 4 ” —- 1-2 Gal. can ..e s e 
We'll save you many S$ $ by Wicks, buy 3 for ...... Is = = ‘ 

giving you expert work and FP ee : a 
low prices on tire Norcross,” 3-iveth Hand Cultiva- Dinner Pails, 
repairing and tors, finesimplement for weeding 


citer in garden, beats a hoe. B) 00 _ $1.00 


$1.50 valuc, nuw ....... 


Rapid Clothes $1 00 


Washer ...ccccccsccece 


TRADE WITH WELLS @w ADE asavemoney 


urs 83S HS 
































3. Introducing the old time Dollar Day Sale. 


in Wenatchee’s Second Annual Blossom saw, N. Y., put on.a Dollar Day sale 
Day Parade. The firm had a prettily ad May 16 in the Western New Yorker. 
decorated steamboat float. It was esti- Our criticism of this ad concerns the 
mated that on May 3, the day of the heading. It should have read “Dollar 
parade, 15,000 were in the city and Day Values at The Store That Does 
3,000 autos filled the streets. If city Things” in place of “Exceptional Val- 
dwellers owned cars in that proportion, ues.” Always identify a dollar sale at 
life would be a dangerous pastime in the outset. A unique feature of this 
our congested areas. ad and one which every dealer should 
remember is the Ballantine idea of 
“Dollar Assortments.” Here is one of 
them: 

1 broom, 1 dust pan, 1 whisk broom, 
$1,25, $1.00. Here’s another interesting 
accessory combination: 


Thos. Conron Hardware Co., Danville, 
Ill., used a smashing page ad in the 
Commercial-News on May 12. It was 
exceptionally well laid out and timely 
items were featured: screens, sport- big ir 3 = ‘ = 
ing goods, lawn tools, paints, builder’s 2 tire irons, 70c, 1 point file, 15¢, 1 
hardware, glassware, china, cream box lock washers, 15c, 1 box soap stone, 

j : 15c, 1 box cotters, 15c, $1.30, $1.00. 


freezers, tools and aluminum ware. 7 P 
The Conron ad was made more strik- 1'Y ® few combinations on your next 
dollar day sale ad. 


ing by the free use of hardware service 
cuts. Fifteen such cuts illuminated the 
ad and made it particularly inviting as Howard’s, Mt. Vernon, N. Y., sent us 
— turned the ee. ee Por- 35 Wm. Ludlum, the ad man puts it, 
tions of this ad will be shown in next a suggestion for the hardware store 
week’s department. , with a shop. The ad was headed: “To 

——— cut the cost of coal—clip the coupon.” 
The Ballintine Hardware Co., War- Then followed a short talk showing that 
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= 
_| Hot Weather N ities |_ 
= Here are two gee ea articles in every well ap- = 
= inted home, wherein friend husband seeks to = 
= ighten the burdens of Friend Wife. = 
= If you can’t find what you want in Zillah in the line = 
= of a gasoline stove or an ice chest, visit our store. = 
= We are sure we have what you want in these lines = 
= and will make a special effort to satisfy you. = 
= ) ALASKA CO: = 
= yy, ae = 
= REFRIGERATOR E 
= Clark Jewel = 
= CLARK JEWEL oil stoves are| | = 
= strong and durably made. They are = 
= handsomely finished in an attrac- = 
= tive Olive Green color The burners = 
= - —_ ord = nod top. a — 
= For 44 years Alaska Ref:igerators have meth. poe ge og = = 
= | _ been built and have given perfect, scien- | sujts with little oil. a 
=| tific refrigeration to foods the country = 
= over. In 1,500,000:-homes, housewives praise the Alaska. It is the utmostin | = 
= household refrigeration. It is-the most perfect development of the most perfect | = 
=="| principle of food preservation in the home. It is the refrigérator you should have. | = 
z| W.L. Shearer Co. 2 
= = 
= HARDWARE DEPARTMENT = 
= Toppenish, Wash. = 








fine combination ad for hot weather. 


a poor heater might get by in times 
when coal is cheap but never now. The 
coupon asks the firm to send an expert 
to examine (a) hot water heater, (b) 
hot air heater, (c) steam heater. The 
expert will advise as to the best method 
of increasing the plant’s efficiency and 
it is stated that no charge will be made 
for the service. We recommend this 
as a first-rate idea to boost trade for 
your shop. 


What Women Want 


(Continued from page 58) 


them that pleases purses fat and 
purses lean. Everything is out 
where it can be seen and handled. 
And the service spirit rings as clear 
as a new bell. The sales force is 
chiefly of women — practical home 
women who have used the things 
they are selling, and who can help 
the housewife or the bride to find the 
very article that will lighten and 


brighten the burden of the three 
meals a day—and the washing done 
at home. 

Service— yes. “Certainly, Mrs. 
Richards, we will send it up to-day. 
The regular delivery is gone, but if 
you are to have company, I know how 
you feel, and we will make a special 
delivery of it.” 

“Of course we guarantee it. Try 
it next Monday and if it doesn’t wash 
the clothes better than you even 
want, we will take it back.” 

“No, we don’t carry them, but we 
can send for them and they will be 
here in a week. Certainly you can 
refuse them if they are not what 
you want when you see them.” 

Those are some of the things we 
heard in that department. 

Gee, but we ached to take the 
wife’s disgruntled friend into that 
store. 

And that isn’t the only store of its 
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kind. Go into the G. E. Meyer store 
at South Bend, Ind. See Churchill’s 
at Galesburg, Ill. Visit Bornne- 
man & Sons, Elkhart, Ind. In fact, 
visit the live ones anywhere, and you 
will find that hardwaremen admit 
that the kicker was right and that to 
get and hold women’s business the 
store must be clean, neat and have 
the merchandise which she wants. 

It’s a fact that women can see dirt 
where men would miss it with a 
microscope—as neatness must be car- 
ried to the n’th degree in homefur- 
nishings departments. 

Yes, we had finished shaving long 
before our wife’s friend left for 
home, but we stayed out of sight. We 
knew the store she referred to and 
knew she had grounds for her com- 
plaint. 


Boy, Page Mr. Edison 
(Continued from page 54) 
dividual dealer. It is understood 
that some merchants have taken a 
rating of around 95 under this test. 
It is safe to say that if an honest 
analysis shows your store worth a 
95 mark, in answer to these ques- 
tions, you probably are not waiting 

for a visit from the sheriff. 

The Captain does not expect every- 
one is going to agree with him as to 
the importance of the questions, but 
it must be admitted that the test is 
a pretty fair one and that it covers 
many important subjects. The mat- 
ter of turnover is one which any 
dealer should consider with care. A 
four time turnover is needed for 
business growth and just so much as 
a dealer can increase that turnover 
can he increase his earnings and his 
success. Many wise hardware men, 
to-day, are overcoming the loss in 
gross by speeding up turnover. In 
other words, they are making a $10,- 
000 investment earn bigger interest 
for them to-day than they were able 
to realize with $15,000 tied up in 
goods under higher prices. Sales, 
special displays, store re-arrange- 
ments, advertising and many other 
means suggest themselves for ways 
of speeding up sales and realizing 
greater turnover. 


The Study of Trade Papers 


Captain Gorby is a strong cham- 
pion of the diligent study of trade 
papers. And it’s not preaching 
with him, either, for he practises it. 
Back of his desk is a file filled with 
good, helpful things which he has 
clipped from trade papers. Right 
reading is a means of growth as sure 
as rain and sunshine are growing 
elements in the vegetable kingdom. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEER’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 














Office of HARDWARE AGE, 
239 West 89th Street, 
New York, June 20, 1921. 


ULLNESS seems to prevail in the 
D local hardware market. Jobbers 
report that business has fallen 
off slightly during the past ten days. 
With the exception of garden hose, 
lawn mowers and lawn rollers, the 
sales on seasonable goods have not held 
up as well as some expected. These 
particular items are said to have been 
moving very steadily and to the entire 
satisfaction of both jobbers and re- 
tailers. 

Dealers have been quoted as saying 
that they are holding off until after July 
1, presumably anticipating additional 
reductions in prices. 

Credits are reported as showing no 
great improvement. 

The sales manager of a large whole- 
sale hardware firm in New York re- 
cently sent out the following letter to 
his salesmen, which has a pertinent 
interest to dealers in this section. 

“During the past two months,” the 
letter states, “there has been a short- 
age of poultry netting and wire cloth 
largely because dealers were reluctant 
to place their stock orders last fall. 
The result was that factory facilities 
were overtaxed during the spring 
months entailing a financial loss to 
many. 

“To forestall a similar experience 
this fall in filling orders for lanterns, 
axes, game traps, stove board, ice 
skates, snow tools and other seasonable 
merchandise it would be wise for deal- 
ers to consider now their fall require- 
ments. 

“These goods must be made up before 
the season opens and -must be dis- 
tributed to the jobber and through the 
jobber to the retailer. The sizes and 
kinds wanted must be in the hands of 
the jobber early in the fall. 

“Urge customers not to repeat the 
experience of last fall in putting off 
specifications for seasonable goods. 
The manufacturers must be considered 
if goods are to be delivered when 
wanted. 

“Ask customers to help us to avoid 
the troubles of the past few weeks hy 
placing their orders now. These are 
trying times to know how to buy goods 
to best advantage, but bear this in 
mind, that your customers cannot make 
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money on what they do not sell. 

“We want customers to feel,” the let- 
ter concludes, “that we are keenly in- 
terested in furnishing them goods when 
they want them, and we earnestly in- 
vite their co-operation by sending spe- 
cifications for fall goods during the 
coming month.” 

Among the important price changes 
of the week are the following: 

Hay hooks are quoted at $3.75 per 
dozen. 

Lane Bros.’ store hinges, etc., have 
been reduced approximately 10 per 
cent. 

Dealers small spool wire assortment 
is quoted at $3 each. 

Dealers’ improved small wire assort- 
ment is quoted at $5 each. 

Steel wool for cleaning and polishing, 
small size packages, are quoted at 85c. 
per doz. packages. Same, No. 00 to No. 
3, are quoted at doz. packages. 

Produce Dealers’ Hatchet, German- 
town pattern, full polished head, weight 
including handle, 20 oz., $16.84 per doz. 

Automobile Accessories.—The local 
sales of automobile accessories have not 
increased any during the past ten days, 
but reports indicate that accessorics 
continue to be one of the best lines at 
present. 

Axes.—Jobbers report increased in- 
terest in axes, reflected, they say, by 
larger sales. Some believe that the re- 
cent price revision influenced, to some 
degree, increased buying on this class 


of goods. Stocks are fair. 
Jobbers’ quotations f.o.b. New York: 
House axes, ebony finish, 2% lb., $12 per 
doz 


“Fall City’ axes. 2% Ib., $13.50 per doz. 
Long Island handled axes, 244, to 2% Ib., 
$19 60 per doz. 
Second quality, 36 in. handle, 4 to 5 Ib., 
$19 per doz. 
Flint edge, 
$20.75 per doz. 
Connecticut pattern, handled axes, 3 to 
3% Ib., $19.60 per doz. 


Bolts and Nuts.—With the exception 
of toggle bolts, there has been no new 
development in the price situation, nor 
is there any expected by local jobbers. 
It will be noted that toggle bolts now 
take a discount of 50 and 10 per cent, 
instead of 50 per cent. 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % x 6 and 
smaller. 40 and 5 per cent; longer and 
thicker, 40 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 75 and 10 per cent; com- 
mon tire bolts, 60 and 10 per cent; sink 
bolts, 70 per cent. 

Hexagon machine screws, nuts, iron, 20 
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Rockaway pattern, 4 to 5 Ib., 


zs 


per cent; brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; 5% and larger, 
50 and 10 per cent. Lag screws, 45 per cent. 

Toggle bolts, steel, bright finish, 50 and 
10 per cent. 

Iron rivets, 35 and 5 per cent; copper 
rivets, 50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 Ib. 


Builders’ Hardware.—Jobbers report 
that the sale of builders’ hardware is 
slightly improved, though not sufficient 
to warrant much enthusiasm. Local 
building seems to continue with every 
indication of increasing. When it does 
larger sales of this kind of hardware 
may be expected. This slight increase 
has not in any way improved the sale 
of carpenters’ tools and supplies. 

Coffee Mills.—Interest is reported as 
being fair, though it is said that the 
reduction in price announced last week 
has not caused any great stimulation. 
Stocks are adequate. 

Jobbers’ quotations f.o.b. New York: 

Coffee mill, glass hopper, metal parts 
japanned, holds 1 Ib. coffee, $11 per doz. 
Same, slightly different shape, $14.25 per 
doz. 

Farming Tool Handles. — Moderate 
interest is being shown this line at 
firm prices. 


Jobbers’ quotations f.o.b. New York: 
Hay fork handles, bent, 5 ft., 85 plus 5 


per cent; 6 ft.. $7./0 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent: 6 ft., $6.70 per doz. less 5 
per cent. 

Long handle manure fork handle, $4.40 per 
doz. plus 5 per cent; wooden D manure fork 


handle, $6.90 per doz. plus 5 per cent. Six- 
ft. rake handle, $6.20 per doz. less 5 per 
cent. 

Shank rake hoe handles, $3.40 per doz. 
plus 5 per cent. Spade handles, $7.10 per 
doz. plus 5 per cent. Malleable D spading 


fork handle, $5.75 plus 5 per cent. Wooden 
D spading fork handle, $6.90 plus 5 per 
cent. 

Farming tool handles generally are quoted 
in this section at discount of 5 per cent. 


Pick, sledge, hammer and hatchet handles 
are quoted discount of 5 per cent. 


Galvanized Ware.— The galvanized 
sheet market is reported to be rather 
dull. Out of town trade is fair and 
far more active than city business. 
Prices are unchanged and local dis- 
tributors are of the opinion that no 
lower prices are warranted. 


Prices to retailers f.o.b. New York: 

Galvanized sheets, No. 28 gage, $6 to 
$6.25 per 100 lbs. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt. $2.85; 10 qt., $3.20; 
12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. Prices 
are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.—These 








68 


items are reported to be among the 
most active of seasonable goods. Prices 
are steady and stocks fair. 

Jobbers’ quotations f.o.b. New York: 


Common brand, % in., 4 ply, 13c. per ft. 
Same, wire bound, 13%c. per ft. Good 
Luck brand, 6 ply, 14c. per ft. Bull Dog 


brand, 7 ply, 18c. per ft. 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., 
corrugated steel drum, — green and 
black, capacity 100 ft. of % hose, $25.60 
per doz. Metal hose “a “with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum. enameled green, 100 
ft. capacity, $51 per doz. 


Garden Hose Nozzles.—Interest for 
nozzles is reported as being very, good, 
and the stocks are fair. New prices are 
given herewith. 


_ Hose nozzles. polished cast brass, for %4 
in. hose, are quoted at $7.89 per doz. Same, 
extra heavy, $8.25 per doz. 


Garden Tools. — Prices are w- 
changed, and in some quarters stocks 
are rather low. Interest is mild. 


Jobbers’ quotations f.o.b. New York: 

Spading forks, 11 in. angular tines, forged 
from crucible steel, steel cap ferrules— 
4-tine malleable D handle, bronzed with 
strap ferrule, $12 per doz. Same, with wood 
handle, $15.50 per doz. Same, with wood 
handle and five tines, $24.20 per doz. 

Weeding hook, malleable iron, tin, enam- 
eled wood handle, $1.20 per doz., net. Same, 
three steel tines, tin, black enameled han- 

dle, $1.85 per doz., net. Same, three hand- 
forged steel prongs, grip handle, $1.40 per 
doz., net. 

Post hole digger, blade 9 in. 
5 ft., weight 10 lbs., $24 per doz., net 

Turf edger, cast steel blades, bronze fin- 
ish shank, 4% ft. handle, socket style, $12.03 
per doz., net. Same, shank style, $10.85 
per doz. net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel lever and 
hardwood grip, all sizes, are being quoted 
at 20 per cent discount by local jobbers. 

Lopping shears, blades made from tool 
Steel, 26 in. handles, $16 per doz., net. 
Ladies’ flower trowel, heavy one-piece steel 
blade, 5 in., half polished and enameled 
maroon, stained handle, $1.25 per doz., net. 

Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz., net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz., net. Heavy 
one-piece steel. 6 in. blade, half polished, 
painted red, ebony finished handle, $4.35 per 
doz., net; 6 in. solid socket forged steel, full 
polished, grip handle, $7.51 per doz., net. 

Shank hoe, riveted steel blade. assorted 
6%, 7 and 1% in., 4% ft. handle, blue finish, 
sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 6%, 7, 7% and 8 in., 4% ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, 
blades, 6, 6%, 7. 7% and 8 in., 
gold bronze “finish. 


long, length 


steel 
4% ft. handle, 
$9.37 per doz. 

Hose Couplings.—There is no great 
business being done in this line, but 
the sales are reported as satisfactory 
with most local jobbers. Prices are 
steady and stocks good. 

Jobbers’ quotations f.o.b. New York: 

Brass hose couplings, cast mete J for % in. 
hose, $2 per doz., net. Same for % in. hose, 
$2 per doz., net. Clinching hose coupling. 
solid brass, clamps and tubes one-piece, % 
in. hose, $2.75 per doz., net. Improved 
apg - hose connections for faucets, % x %& 

, $2 per doz., net. 

‘Ice Cream Freezers.—It is said that 
the lower priced freezers are moving 
with fair rapidity, but jobbers seem 
to consider the average price as being 
too high to attract the ultimate buyer 
or consumer, and dealers seem reluctant 
to buy more than small lots. 

Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 qt., 
$13.70 apiece. 

Auto vacuum freezers are quoted at $3.35 
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apiece in the 1-qt. size and the 4-qt. size 
about $6.70 apiece. 
Prices to retailer f.o.b. New York: 
Acme freezer, 2-qt. size, $11.50 per doz.; 
4-qt. size, $20 per doz. 


Lanterns.—It is not really the sea- 
son for lanterns, as there is never a 
great volume of business in this item at 
this time. Stocks are apparently very 
good, but the demand is very mild. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per dow 3uckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 per 
doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 

Lawn Mowers.—Stocks are adequate 
and prices unchanged. There has been 
little change in the demand for mowers. 

Jobbers’ quotations f.o.b. New York: 

Common lawn mower, with § in. open 
drive wheel and 4-blade cutter, 12 in. size, 
$7.60 apiece. Same, 14 in., $7.80 apiece. 
Same, pipe ball-bearing lawn mower, with 
higher grade knife steel blades, 14 in., $10.30 
apiece; 16 in., $10.70 apiece. Higher ‘grade s 
ball-bearing lawn mowers, 14-in. size, $12 
apiece. 

Grass catchers to fit mowers, 
16 in., are sold at $14 per doz. 

Linseed Oil. — Compared with the 
market of six months ago, a healthicr 
tone seems very evident. More con- 
sumption of oil is reported daily, and 
the market is considered quite firm. 

Prices to retailers, f.o.b. New York: 

Linseed oil, car lots, 77c.; in lots of more 
than 5 bbl., but less than car lots, 80c. per 
gal.; in lots of 5 bbl. or less, 88c. Boiled oil 
is 2c. extra per gal. Double boiled oil is 
2c. extra, and oil in half bbl. lots is 5c. per 
gal. additional. 

Nails.—Rumors of concessions in 
price persist among the local jobbers. 
There seems to be very little demand 
for either cut or wire nails, and most 
of the buying is for factory shipment. 
New York: 
base per keg. 
Cut nails, $4.75 


from 12 to 


Jobbers’ quotations f.o.b. 

Wire nails, $3.75 to $4 
Cartage 10c. to 25c. extra. 
to $5 base per keg. 

Copper wire nails, 5 lb. to a box, 1 in., 
42c. per Ib.;: 1% in., 41c. per Ib.; 1% in., 2 
in.. 2% in., 3 in., 40c. per lb. Copper cut 
nails, 5-lb. boxes, 1% in., 50c. per Ib.; 2 in., 
214 in. and 3 in., 49¢. per lb. 

Naval Stores.—Demand is still light 
in this market. Stocks, it is said, are 
not very large. Holders are asking 
62 cents per gal. for turpentine, and 
rosin prices, on a basis of 280 lb. per 
bbl., yard quotations, range from $5.20 
for B grade upward to $8.50 for WW. 


Pruning and Grass Shears.—With 
fair stocks and firm prices, jobbers 
report that interest is mild, for this 
class of goods. It is said that interest 
may increase a little later on in the 
season. 


Jobbers’ quotations f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz., 
net. California pattern, tool steel blade, 
volute tempered spring, nickel plated finish, 
6 in., $16. Same, black finish $11.58 per 
doz., net. Same, 9 in., full polish, $17 per 
doz., net. California pattern, with ratchet 
butt, tempered steel blade, volute spring, 
full nickel plated, $19 per doz. 

Grass shears, 5% in., steel blades, jet 
finish, polished edge, $3.40 per doz., net. 
Same. trowel shank handle, tempered 5% 
_ blade, green enamel finish, $4.25 per 
doz., net. 


Roller Skates.—Very mild _ interest 
is shown for roller skates. Prices are 
firm and all buying seems to be for 
small lots. 


Jobbers’ quotations f.o.b. New York: 
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Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 


pair. Same, better grade, $1.20 per pair. 
Extension’ skates, with _ tops, trucks, 
clamp made of cold rolled steel, rubber 


cushioned, extension 7% to 10 in., half 
strap heel, clamp toe, plain steel roll, $2.10 
per pair. Extension ball-bearing roller 


skates for men, nickel plated, $2.65 per pair. 
Same, for women, $2.75 per pair. 


Rope and Twine.—Some of the local 
interests have made a reduction of 2c. 
on manila and sisal rope. Local buy- 
ing is light with a negotiable mar- 
ket at the range of prices given. Stocks 
are very ample. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, 18c. to 20c. per lb. Sisal, 
No. 1 grade, 18c. to 15c. per lb. Sisal, No. 
2 grade, llc. to 138c. per lb. Hardware 
grade, manila rope, 15c. to 17c. per Ib. 
3olt rope, 22c. to 24c. per lb. Lath yarn, 
13c. to 15c. per Ib. Jute wrapping twine, 
18c. to 23c. per ib. India hemp twine, 
No. 9, 15c. to 17c. per lb. 


Screws.—The slight improvement :n 
the sale of screws reported last week 
seems to continue. There have been 
no further price changes, and stocks 
are considered adequate. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—lIron, bright, flat head, 
72%, and 10 per cent; iron, bright round 
and oval head, 70 and 10 per cent; iron, 
blued, flat head, 72% and 10 per cent; iron, 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 63% and 10 per cent. 

Machine screws, iron, flat and round, 75 
and 5 per cent to 75 and 10 per cent; brass, 
flat and round, 70 and 5 per cent to 66% 
and 5 per cent. 

Escutcheon Pins.—40 to 45 per cent. 

Screen Door Hardware.—Among the 
local jobbing houses the store salesmen 
report a good “pick-up” business in 
sets. Prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Screen-door latches, steel trim, iron front 
latch, dull brass, $7.90 to $15 per doz. sets. 
Window screen, corner brackets, iron, dark 
bronze, four brackets to a set, $2.10 per 
doz. sets. Same, better quality, $2.90 per 
doz. sets. Screen-door catch, cast iron, 
Diamond bolt, with knob and lever handle, 
reversed bevel, bent strike outside plate 
13% x 3% in. for doors % to 14 in., dark 
bronze with screws, $2.75 per doz. Same, 
in wrought steel, dull brass finish, $8.40 per 
doz. Bommer pattern, japanned screen- 
door hinge, steel 3 in., $2.50 per doz. pair. 
Cast iron screen-door spring hinges, 3 in., 
japanned, $2 per doz. pair. Same, 1 to 1% 
in., double acting, $3.75 per doz. pair. Wire 
gate hook and eye are being quoted 85 and 
10 per cent off list. 


Sprayers and Sprinklers.—The con- 
tinued warm weather is expected to 
stimulate the sale of sprayers and 
sprinklers, and jobbers expect an in- 
crease in sales as the weather con- 
tinues. Prices are firm. 


Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes. 
flowers, etc.. tin sprayer, 1-pt. capacity, $4 
per doz., 1 Same, 1-qt. capacity, $5.75 


per doz., nec. 
Brass, 1-qt. capacity, $12.50 per doz., 
l-qt. capacity. 


net; tin with brass tank, 
$11.50 per doz.; continuous sprayer, sheet 
tin, alleged to give uniform continuous 
spray on both strokes of the plunger, ca- 
pacity 1 qt., $10.50 per doz. 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz., net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz.. 
net; sprinkler, 10 in. high combination of 
vertical spray, coming from the perforated 
head with streams thrown by the three 
arms, head, arms and upper stem _ brass, 
nickel plated, malleable iron sleds, ja- 
panned, $28 per doz. 

Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz., net. 

Watering Pots.—Galvanized iron, zinc 
roses, 6 qt., $9 per doz., net. Same, 8 qt., 
$10.70 per doz., net. Same, 10 qt., $12.35 per 
doz., net. Same, 12 qt., $14 per doz., net. 
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Wheelbarrows.—There is very little 
demand for wheelbarrows. Stocks are 
adequate and prices very firm, and ac- 
cording to some local authorities rather 
stiff. 

Prices to retailers f.o.b. New York: 

Bolted canal or railroad barrows, handles 
and legs made of 1% in. hard maple, wheels 
16 in. diameter, 1% in. face, length of hubs 
6 in., legs bolted to the handles and back of 
tray. Cross bars between legs are bolted to 
bottom of legs, making 6 bolts in the bar- 
row, steel or wooden wheel, $4.40 each, net. 

Same type barrows, having 10 bolts with 
the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar bolted 
to legs and handles, steel or wooden wheel, 
$4.70 each, net. 

Garden barrows, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of wheel 
1 in., length of hub 12 in., height of body 
8 in., length of body 23 in., width of body. 
handle end, 17 in.; width of body wheel 
end, 12% in., weight 27 Ib., $5.35 each, net. 

Garden barrow, handle length 5 ft., diam- 
eter of wheel 20 in., height of body 10 in. 
length of body 28 in., width of body, han- 
dle end, 21% in.; width of body, wheel 
end, 17 in.; weight 50 Ib., $6.65 each. 

Gardcn barrcw, 5 ft. 6 in., length of han- 
dle, diameter of wheel 20 in., height of body 
14 in., length of body 291, in., width of 
body at handle end 24% in., at wheel end 
21% in., weight 65 Ibs., $8 each, net. 


Office of HARDWARE AGE, 
1505 Otis Bldg., 


Chicago, June 15. 


‘HICAGO’S hardware interests are 
A greatly gratified at the turn taken 
in the building trades lockout, which 
had caused a complete suspension of 
building activity in Chicago, because of 
a wage dispute. Federal Judge Landis 
has been appointed as arbitrator, most 
of the men have gone back to work 
and early settlement of the mooted 
questions of wage and working condi- 
tions is assured. 

Hammers and saws came into use 
again to-day and all over the city work 
was resumed on partly completed resi- 
dential and business buildings, after six 
weeks’ idleness. This not only means a 
better demand for all hardware mer- 
chandise, in this community but an up- 
lifting influence on all business lines 
which have felt the effect of the idle- 
ness of more than 20,000 building me- 
chanics. 

Mid-June is here and the demand for 
summer hardware continues quite fair 
in many lines, although it is probable 
that the movement of goods is not 
quite as brisk as it was two or three 
weeks ago. The public has about cov- 
ered its requirements in seeds, garden 
tools and some other spring lines and 
sales in these items are slower. 

Some improvement is claimed in the 
dealers’ attitude towards futures. Ice 
skates, stove boards and other lines 
are showing some activity, although in 
lessened volume but for a time there 
was almost complete refusal to buy 
goods for fall delivery. Dealers now, 
however, are showing some interest in 
futures. 

Among the price changes of the week 
are a stiffening in oil and turpentine 
prices, a material reduction in rope 
quotations and an easing off in solder 
prices. 
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Wire Goods.—In the higher grades 
of poultry netting and wire cloth 
shortages are reported. Good sales 
on wire goods generally emphasize 
the shortage. Prices are steady, though 
rumors continue that declines are to 
be expected. Up to the present there 
has been no authoritative confirmation 
of the price reduction rumors. 


Jobbers’ quotations f.o. b. New York: 

Square mesh, wire cloth, New York stock, 
2 x 2 mesh, $5.50 per 100 sq. ft.; 2% x 2% 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, $5.75 
per 100 sq. ft.; 4 x 4 mesh, $6 per 100 sq. ft.; 
5 x 5 mesh, $6 per 100 sq. ft.; 6 x 6 mesh, 
$6. ‘.: per 100 sq. ft.; 8 x 8 mesh, $7 per 100 
sq. ft. 

‘yar 50 lineal ft. rolls add lic. per 100 
sq. ft. 

Add \c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 lb. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05 
per stone; 18 gage, $1.10 per stone; 19 gage. 
$1.20 per stone; 20 gage, $1.30 per stone; 24 
gage, $1.60 per stone. Annealed galvanized 
iron wire, 12 lb. in each stone, 16 gage, 
$1.35 per stone; 17 gage, $1.40 per stone; 18 


gage, $1.45 per stone; 19 gage, $1.55 per 
stone; 20 gage, $1.65 per stone; 24 gage, 
$1.85 per stone. 
3arbed wire, $7.50 per 100 lb. for both 3 
point 4 in. and 4 point 6 in. ribbon wire, 100 
Ib.. $9.50. Twist_wire, $6.10 per 100 lb. 
Bar wire, hog No. 3, $6 ner 100 1b.; cattle, 


No. 6, $6 per 100 Ib. 


CHICAGO 


Retailers report business as fairly 
satisfactory. Quite sharp demand is 
felt for screen doors, window screens 
and wire cloth. Hose is also selling 
well. 

Hardware dealers are keeping up 
their collection obligations in a rather 
commendable manner. Retailers find 
pressure necessary to keep their credit 
business within proper bounds as farm- 
ers and consumers, in general, are 
somewhat dilatory in paying bills. 

Automobile Accessories.—The season 
is favorable to increased business in 
automobile supplies and equipment and 
some upturn in sales is reported by 
dealers. Car owners are restricting 
their purchases quite closely to a neces- 
sity basis so novelties are not as active 
as the more staple goods. Prices show 
little tendency to become lower. 


Copper wire, "No . 12, 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 
per doz.; De Luxe long handled standard 
jacks, $8.50 each; No. 1 standard jacks, 
$3.25 each; Twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
Rid-O-Skid, chains, $2 to $2.65 per pair; 
inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 3%, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100, special type, 43c. each; Mica type, 
Bethlehem spark plugs, 74c, each; Stand- 
ard porcelain Bethlehem plugs, 55c. each; 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 27c. to 35c. each; 
Hel-Fi tractor plugs, 88c. each. A. C. Cico 
plugs, 48c. each; Splitdorf plugs, 70c. 
78c, each; United plugs, junior, 40c. each; 
Champion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. 


Axes.—Future business is the chief 
concern of the axe situation and some 
sizable orders have been booked for 
fall delivery. Material price reduc- 
tions have been made and there is 
good reason to think that axes may be 
bought as advantageously now as later 
on. 
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38c. per lb.; No. 14, 38c. per 1lb.; No. 16, 


39c. per lb.; No. 18, 40c. per lb. 

Dull galvanized screen wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 

Black green cloth, 12 mesh, $2.90 per 100 
sq. ft. from New York stock. 

Roultry netting, 35 per cent discount from 
New York stock. 

P. S.—Effective June 1, 1921, the 
Hercules Powder Co., Wilmington, Del., 
has announced a general price reduc- 
tion which in the instance of 40 per 
cent gelatin is $35 lower per ton, rep- 
resenting a 25 per cent reduction below 
the price of 1918. Forty per cent ex- 
tra dynamite has been decreased $1.25 
per 100 lbs., 40 per cent nitro-glycerine 
dynamite is reduced $1.25 per 100 lbs. 
and blasting caps have been decreased 
$2.50 per 1000. Electric blasting caps 
have been decreased $1 per 100. Other 
decreases are in proportion. 

P. S.—Small tool handles have been 
reduced in the local market 5 to 15 
per cent. No reduction has been made 
in farming tool handles. The announce- 
ment published last week that there 
would be a reduction in farming tool 
handles was erroneous. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Warranted quality single-bitted un- 
handled axes, 3 lb. to 4 Ib., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base; handled axes, $3 to $6 


per doz. extra, according to grade. 
Alarm Clocks.—Summer dullness has 
hit the alarm clock market. This does 
not mean that business has stopped but 
that it has simply slowed up. Prices 
remain unaffected. 
We quote from jobbers’ stocks, f.o.b. Chi- 


cago: American alarm clocks, $13.08 doz.; 

Sleepmeter, $16.92 doz.; Big Ben, $28 doz.; 

3aby Ben, $28 doz. Orders for four or 
more dozen take slightly lower prices. 


Agricultural Tool Handles.—No price 
change is reported. Demand may be 
a little less sharp than it was earlier 
in the season but sales are still satis- 


factory. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% X 
straight plain, $4.70; X bent, $3.90; XX 
bent, $5.35: 4% bent hayfork handle strap 
and ferrule, $7.80; 4% manure fork strap 
and ferrule, $7.80 doz. 


Builders’ Hardware.—A _ reduction 
averaging about 10% in cabinet lock 
sets is the only important price news in 
the builders’ hardware market. Bui 
the development of commanding impor- 
tance is the assured readjustment of 
the wage question which caused con- 
tractors to suspend building activities 
and stopped building in Chicago for six 
weeks. Many of the mechanics have 
gone back to work and others will fol- 
low as soon as they can be notified. 
Judge Landis has agreed to arbitrate 
the differences between the unions and 
the contractors and has promised a 
prompt decision. It is estimated that 
over $10,000,000 in construction work 
will soon be under way. This cannot 
fail to greatly increase the demand for 
builders’ hardware. It is thought that 
the settlement has been reached early 
enough to encourage the launching of 
many new enterprises. The opinion is 
freely expressed that Chicago will now 
enjoy the best building season it has 
had since the war started. 
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Cotton Gloves.—Retailers are pro- 
tecting themselves at present low prices 
for their fall needs. Husking demands 
always are heavy and good future busi- 
ness is being rung up. 

We qucte from jobbers’ stocks, f.o.b. Chi- 
cago: 6 oz. knit wrist cotton gloves, $1.10 
doz. pairs; 8 0oz., $1.35 doz. pairs; 10 0z., 
$1.65 doz pairs. 

Cooking Utensils.—Utensils used in 
canning and preserving fruits and vege- 
tables are now in lively demand. This 
and the coming few weeks will be the 
busiest portion of the canning season 
and alert hardware dealers are noting 
a good movement in the various items 
which are needed for cold-pack and old- 
style canning activity. Those dealers 
who have offered special sale induce- 
ments on aluminum and enameled cook- 
ing dishes have found generous re- 
sponse. The public is ready to buy 
these goods providing the price is right. 

Chains.—Sales have been very brisk 
on porch swing and hammock chains. 
In fact these necessities are among the 
fastest selling hardware items nowa- 
days. Prices have already been at- 
tractively reduced. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: % in. proof coil chains, $9.50 per 100 
lbs.; Tenso lock link and American Weld- 


less chains 50% off list; 3 ft. hammock 
chains, $2.90 doz. pairs; 6 ft. hammock 
chains, $4.25 doz. pairs; 9 ft. ditto, $6.75 


doz. pairs; porch swing chains, 5 ft.-3 ft. 
branch, $9.15 doz. sets; 5 ft.-2% ft. branch, 
$7.25 doz. pairs. 


Cutlery—Summer dullness has 
settled over the cutlery market, there 
being materially less interest in the 
line except carving sets and gift cut- 
lery, which always picks up because of 
the June season of brides and gradu- 
ates. Staple merchandise, however, is 
moving in materially smaller volume. 
General demand is not anticipated until 
fall approaches. Prices show no change 
and manufacturers claim that present 
costs prevent any declines. 

Eaves Trough and Conductor Pipe.— 
Sales are improved on the expectation 
of early resumption of building. The 
very low prices would seem to make 
buying safe. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, $5 
per 109 ft.; 29 gage, 3 in. corrugated con- 
ductor pipe, $5.10 per 100 ft.; 3 in corru- 
gated conductor elbows, $1.73 doz. 


Flint Paper and Cloth.—Prices have 
not changed for several months. Sales 
are of a steady character and while 
there are no big orders the constant 
stream of small sales makes up a fair 
sales total. 

We qucte from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0 
$27 per ream. 

Files——There seems to be no mate- 
rial slackening in the demand for files. 
Business has really been very good, con- 
sidering the lessened industrial activity. 
Prices seem steady. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
Disston files, 50-10 per cent off list; Black 
Diamond files, 50-5 per cent off list. 

Fencing.—The field fencing business 
is slow, farmers doing without every 
possible expense. The lawn fence de- 
mand will probably slow up as the sea- 
son is nearing its close. Prices are 
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without change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Lawn fencing, single space, 36 in., 
$9.12; 42 in., $10.26; double space, 36 in., 
$12.54; 42 in., $13.78. Field fencing No. 10, 
12 in. spacing, 12 filling, 26 in. height, 
$30.90; 32 in. height, $35.80, and 47 in. 
height, $45.20. 

Galvanized Ware.—Manufacturers 
prices have softened about 5% in the 
past week. Quotations are considered 
low and manufacturers say they cannot 
make a profit at present prices. Com- 
petition pails and tubs are in fair de- 
mand. Jobbers’ stocks are low on these 
items. Galvanized ware should be sell- 
ing more briskly and may move better 
now as the last price change should 
have the effect of stabilizing the mar- 
ket. 


Glass.—As building activity enlarges 
glass sales will become better. Prices 
are without change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 per 
cent off; double strength A, all sizes, 83 
per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-lb, kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 
Nos, 1, 2 and 3, one doz., 75c. 

Hatchets.—Sales on the more popu- 
lar priced grades are very active. 
Prices are unchanged since the May 
1 decline. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$19 per doz.; competitive grade, $13 per 
doz. and up; warranted shingling hatchets, 
$14.25 per doz.; competitive forged hatchets, 
$9.75 per doz. 

Hammers.—Competitive grades are 
more lively than the higher priced 
numbers. Recent price reductions have 
been some encouragement to business 
but there is still slowness in buying. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers, 
$13.50 per doz.; competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 

Handles Hickory.—Recently reduced 
prices on less expensive grades have 
stimulated the demand. Hammer and 
hatchet handles are especially active. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 doz.; 
No. 2, $2.50; Finest selection second growth 
white hickory axe handles, $6 doz.; special 
white second growth hickory, $5 doz.; No. 
1 hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.40 doz. 


Hose.—A hot dry spell would make 
jobbers hustle for hose stocks. Sales 
have been good right along and a heavy 
increase in demand would just about 
exhaust stocks. Prices show firmness, 
which would naturally attend good 
business in the item. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. good quality molded reel hose, 
16%c. ft.: %-in. 3-ply duck hose, good 
quality, 16c. ft.; %-in. 4-ply duck hose, good 
quality, 18%c. ft.; %-in. 5-ply multiple 
hose, l4c. ft. 

Lanterns.—Quotations are for refer- 
ence only as there is no business at this 
time. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Monarch tin lantern, hot blast, $9.50 
per doz.; No. Dietz cold blast lanterns, 
$14.50 per doz.; with large founts, $16 per 
doz.; best tubular lanterns, $9.50 per doz.; 
Competition lanterns, No. 0 tubular, $7.80 
per doz. 


Ice Skates——The demand for com- 
plete outfits consisting of skates and 
shoes is growing each year. Manufac- 
turers have reduced their prices on 
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these combinations. Nestor Johnson 
'North Star Skates, shoes and skates 
have been reduced to these prices: $9 
for men’s or women’s racer or hockey 
patterns and $10.25 with nickel plated 
finish skates. Manufacturers state they 
feel sure the demand will be heavier 
than at any other time and say that 
it is the dealers who place their orders 
now that will be sure of delivery. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 9lc. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair, 

Lawn Mowers.—Interest is still 
shown in mowers although sales may 
not be quite as strong as they were two 
or three weeks ago. Prices seem likely 
to go through the season without reduc- 


tion. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: 17-in. Pennsylvania high wheel mow- 
ers, $25.50 each; 17-in. Pennsylvania Junior 
mower, $27.20 each; 16-in. four-knife ball- 
bearing 10%-in. wheel mower, $12.60; 16-in. 
four-knife ball-bearing 101%4-in. wheel, $10.85 
each; 16-in. four-knife plain bearing 9-in. 
wheel mower, $9.45 each; 16-in. three-knife 
ball-bearing 9-in. wheel mower, $9.45 each; 
16-in. three-knife plain bearing 8-in. wheel 
mower, $7.60 each. 


Nuts and Bolts—Sales are of a 
steady character with most business 
being for immediate requirements only. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large size cariage bolts, 50 per cent 
off list; small sizes, 50-5 per cent off; large 
size machine bolts, 50-10 per cent off list; 
small sizes, 60 per cent off list; all stove 


bolts, 70-10 per cent off list; all large 

screws, 50-10 per cent off list. 
Nails.—Increased building is ex- 

pected to stimulate nail sales. There 


is already a fair movement of nails. 
Roofing and shingling nails are in scant 
supply. 

We quote from jobbers’ stocks, f.o0.b. Chi- 
na Common wire nails, $3.75 per keg 

Paints and Oils.——An upturn in lin- 
seed oil prices and a stiffening in tur- 
pentine quotations stand out conspicu- 
ously. These stronger prices have been 
caused by stronger demands for goods. 
Sales of mixed paints are good while 
basic raw materials are in steady de- 
mand. The country is enjoying quite 
an active painting season. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Raw linseed oil in barrel lots, 89c. 
gal.; in five barrel lots, 84¢c. gal.; boiled 
oil in barrel lots, 91e. gal.; in five barrel 
lots, 86c. gal.; strictly pure turpentine in 
barrel lots, 79c. gal.; denatured alcohol in 
barrels, 50c. gal.; strictly pure white lead, 


standard brands in 100 lb. kegs, 13c. Ib.; 
pure white shellac, $4 gal.; English 
Venetian, red in barrels, $3.75 to $8.25 
per 100 Ibs. 


Roller Skates.—The height of the de- 
mand has passed. Prices are without 
change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ball-bearing roller skates, boys’, 
$2.45 pair; ball-bearing skates, girls’, $2.60 
per pair. 

Rope.—On June 11 new prices were 
announced on rope, the reductions be- 
ing 2c. per pound on manila and Ic. per 
pound on sisal rope. The hay rope 
season is increasing demand and sales 
are good. The new prices will prob- 
ably further stimulate business. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Highest quality manila rope stand- 
ard brands, 17%c. to 18%c. per lb.; No. 2 
manila rope, 16%c. to 17%c.; Highest 
quality sisal rope, standard brands, 12%c. 
i» 144%c.; No. 2 sisal, 11%c. to 13%4c. per 
db. 


Steel Sheets.—There is no change in 
price or in volume of sales. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $6.40 per 
100 fw 28-gage black sheets, $5.40 per 
100 Ib. 


Sporting Goods.—Ammunition sales 
are showing decided activity. While 
some merchants held back their future 
orders in ammunition during the early 
months of the year, the total future 
bookings to date, in this line, are large 
and compare more favorably with the 
record breaking 1920 future bookings 
than other lines of hardware merchan- 
dise. Late buyers are rushing their 
orders in now, realizing they must not 
delay longer if they are to be sure of an 
ammunition stock this fall. Other 
sporting goods lines are brisk. Base- 
ball, golf and tennis goods are selling 
well. 


Stove Boards.—The 10% reduction 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, June 18, 1921. 

SUALLY the wholesale shelf hard- 

ware business here begins to taper 
off in June, and by July flattens out 
considerably, remaining inactive during 
the greater part of August or until 
the vacation season is over. Orders 
booked the past week, however, were 
exceptionally heavy and jobbers are 
beginning to wonder if 1921 will prove 
an exception to the rule in the cycle 
of business. Last Wednesday was a 
particularly heavy day in the trade. 
Some of the orders received then did 
not go out of stores until late in the 
week. A conspicuous feature of the 
orders received since last reports was 
the wide assortment of merchandise 
called for, indicating public buying still 
covers a wide range* of merchandise 
and has by no means spent itself. 
Quite a large percentage of the or- 
ders covered two pages and in some 
instances three. 

Heavy hardware houses continue to 
report business as slow, but when 
pinned down to actual outgo figures 
they show healthy signs of life. That 
is, sales are increasing, although slow- 
ly, and beginning with May 1, semi- 
monthly tonnages moved have shown 
increases over the preceeding period. 
The last half of June has started off 
well, a period when most people look 
for decreasing sales. The trade has 
evidently passed through the business 
depression period without this fact be- 
ing generally recognized. It is com- 
monly felt both in shelf and heavy 
hardware circles that we have not 
passed through the deflation period. 
Comparatively little uneasiness is feit 
on this score, however. The readjust- 
ment of values thus far has been or- 
derly, failures have been remarkably 
few, and while it is difficult to get 
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on stove boards has been of some bene- 
fit in booking future business. The 
detailed new prices are herewith pub- 
lished: 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal Wood line square stove 
boards, 26 in., $14.45; 28 in., $16.95; 30 in., 
$19 doz.; Cyrstal Paper lined square boards, 
26 in., $8.15; 28 in., $9.10; 30 in., $10.80 
doz. 

Sash Cord.—Sales have been fair and 
will probably be enlivened with the 
better trend in building activity. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grades, No. 7 sash cord, 
$7.50 doz. hanks. Standard grade, No. 8, 
$8.65 doz. hanks, 

Separators.—June is the month of 
big sales and some good business is 
evidenced. Jobbers and retailers both 
notice a better movement of goods. 
Prices are unaffected. 


Screws.—Sales are slow, no heavy 
buying being likely at present prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat-head bright screws, 7214-20 per 
cent off list; round-head blued, 70-20 per 
cent off list; flat-head brass, 65-20 per cent 
off list; round-head brass, 62%4-20 cff list; 
japanned, 65-20 per cent off list. 


BOSTON 


money out of some people at times, 
little straining of credits insofar as 
wholesale hardware customers are con- 
cerned, is noted. All things considered, 
then, the New England hardware trade 
in general is in a fairly comfortable 
position. 

Another favorable feature in the sit- 
uation is the slightly more encourag- 
ing reports from some of the manu- 
facturers of hardware. Until recently, 
manufacturers located in this section 
of the country have had a rather lim- 
ited field of customers. Here and there 
reports are had from manufacturers of 
business secured from other sections of 
the country. In one instance in par- 
ticular, the manufacturer reports cus- 
tomers usually anticipating wants with 
90-day supply orders but who have dis- 
continued the practice this year, as 
having bought three times during the 
last ninety days. The manufacturer in 
figuring up the total of these three 
sales found the concern bought more 
merchandise than it ordinarily has for 
90-day periods. This investigation led 
to a more general one, and numerous 
similar cases were uncovered. On top 
of such have come more numerous or- 
ders termed as hand-to-mouth, but suc- 
cessively growing in volume. It should 
not be construed the New England 
hardware manufacturers are becoming 
burdened with business, but their situ- 
ation is enough better than it has been 
to lend considerable encouragement. 


Automobile Accessories. — Manufac- 
turers of the more staple lines of auto- 
mobile accessories are maintaining 
price lists. Some of the newer con- 
cerns, however, are inclined to shade 
quotations in order to secure new ac- 
counts and business, consequently the 
accessories market looks softer than 
it really is. Practically every retail 
hardware dealer in this section of the 
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Solder.—Prices have just been re- 
duced about 1c. per pound. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in full cases, 


20c. Ib.; less than cases, 21c. Ib.; com- 
mercial solder ic. to 3c. lower, according 
to grade, 


Tools—Fair sales are reported in 
small tools with no important price de- 
velopments. 


Wheelbarrows.—The item is not 
overly active. Prices have been quite 
radically reduced but there has not 
been the buying response which was 
expected. 


Wire Goods.—The recent $5. per ton 
decline which brought down important 
wire goods items 25c. per 100 lbs. has 
had some beneficial effect on business, 
but sales were already quite good. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 8 black annealed wire $3.50 per 
100 lbs.; Galvanized barbed wire, $4.60 
per 100 lbs.; black painted wire cloth, 12 
mesh, $2.50 per 100 sq. ft.; poultry netting 
galvanized before weaving, 40-10 per cent 
off; galvanized after weaving, 40 per cent 
off; catch weight spool galvanized cattle 
wire, $4.60 per 100 lIbs.; 80 rd. spool gal- 
vanized hog wire, $4 per spool, No. 8, gal- 
vanized plain wire, $4.20 per 100 Ibs. 


country is making a drive on acces- 
sories through the medium of window 
displays and local advertising in one 
form or another. Their efforts in a 
great many instances are meeting with 
success. The demand for tires is better, 
people evidently having come to the 
conclusion a further reduction in prices 
is not likely for some time. Local 
jobbers have been advised of a further 
reduction in the Fay-oh-rite line of 
valve lifters and of a cut amounting 
to approximately 25 per cent in May’s 
line of cotton pin pullers or extractors. 
Boston selling prices on some makes of 
socket wrenches have been lowered 
somewhat to conform with changes 
made in manufacturers’ lists some time 
back, as well as on the Vichek Tool 
Company’s line of automobile tools. 


Batteries and Bulbs.—Belated pre- 
vacation buying by retail hardware 
dealers has put added vim in the mar- 
ket for batteries and bulbs. The new- 
ly introduced Eveready spotlight is 
proving a big seller on this market 
and with it has come a general de- 
mand for most everything in the mar- 
ket. Manufacturers of this class of 
merchandise have kept pace with 
jobbers’ demands, consequently there 
has been little hitch in deliveries. 
Prices continue firm and it therefore 
would seem the market is in a very 
healthy condition. 


We quote from jobbers’ stocks: 

Batteries.—Leading makes, standard tu- 
bular 3-cell batteries, 50c. list; standard 
2-cell, 35c. list: baby batteries, 30c. Dis- 
counts: Less than unit packages, one-third 
off list; unit packages, 40 per cent off list: 
10 or more packages, 40 and 10 per cent off 
lis Unit cells, No. 935, 15¢c. each; No. 


9 5¥, 17c. Boxes of 50 units, 40 per cent off 
list. Five or more boxes, 40 and 10 per 
cent off list. 

Bulbs.—In less than unit lots, list; in 


unit lots 30 per cent off list; 100 bulbs as- 
sorted, 40 per cent off list. 
Spotlights.—Eveready, No. 2674, nickel, 
complete, $4 list; No. 2672, fiber, complete, 
$3.75 list. Special bulbs for same, No. 1162, 








72 


30c. Three unit cells, No. 950, 17c. each; 
No. 935, 15c. each. 

Bottles.—The two leading manufac- 
turers of vacuum bottles have issued 
notice that, effective July 1, there will 
be a general reduction in prices, which, 
it is believed, will amount to approxi- 
mately 50c. each on pint sizes of bot- 
tles and 75c. on the quart. There also 
will be a proportionate drop in filler 
values. According to the understand- 
ing in local wholesale circles, the cost 
of production has decreased sufficiently 
to warrant the manufaturers giving 
the retail hardware trade the benefit 
ot lower prices. It is generally taken 
for granted the new prices -will stim- 
ulate retail sales. 


We quote from jobbers’ stocks: Thermos 


bottle, brown steel case, pints, $2.75 list; 
quarts, $4.75; corrugated nickel, pints, 
$4.50; quarts, $5.75; smooth nickel, pints, 
$4.50; quarts, $6.25. Discount 25 and 10 per 
cent. Ferrostat pints, black finish, $7.50; 
leather finish, $8.50; quarts, black finish, 
$10; 2-qt., $15; quarts, leather finish, $11; 
2-qt., $16. Discount, 33144 per cent. 
Jugs.—Ferrostat. 1 qt. No. 404, Verde 


copper finish, $14 each, less 30 per cent dis- 
count. 


Canned Heat.—A good healthy move- 
ment of canned heat of all kinds, sizes 
and makes is noted. Coming is a sea- 
son of the year when the housewife 
wants to do as little cooking as possi- 
ble. Even the gas stove, to many of 
them, has its disadvantages in the hot 
summer days. Meals are therefore 
planned with a view to eliminating all 
unnecessary cooking, in a great many 
cases to a point where tea or coffee 
constitutes the only hot portion of the 
meal. Retail dealers, especially those 
handling hardware, for some time have 
been educating the housewife in the 
advantages of canned heat and judging 
from daily sales recorded their efforts 
are reaping their reward. 

We quote from jobbers’ stocks: Sterno, 
$10.80 per gross, in any quantity; Theroz, 
$14.70 per gross, in any quantity. Sterno 
cooking ware—No. 4001, stands with boiler, 
$2; tea kettle, with tray, $2.75; folding 
stoves, single burner, $1.50: double burner, 
$2; discount, 3314 per cent. 

Theroz Cooking Ware.—Paragon burners, 
10c. each; No. 4 burners, $2 per doz.; Con- 
tinental (copper). $4 per doz.; Continental 
(nickel), $8 per doz.; blue flame stoves, two 
burners, $2.35 each; combination mess kits, 
$3.33 each. 

Clocks.—One of the leading Connect- 
icut manufacturers of clocks has made 
a slight reduction in prices on one item. 
Otherwise its list remains unchanged. 
There is, however, a feeling in Boston 
wholesale hardware circles that the 
clock market in general has a down- 
ward tendency because of the lack of 
business and competition among man- 
ufacturers for what little there is. 
Stocks here are more than ample for 
all requirements and quite a number 
of the New England manufacturing 
plants are either operating on greatly 
reduced schedules or are practically 
closed. With such a combination of 
market factors before them, it is easy 
to understand the growing belief 
among the jobbing trade that prices are 
more likely to decline than to advare. 


Cutlery.—In spots, a slightly better 
demand for the better grades of scis- 
sors and shears is noted, but the mar- 
ket is by no means active. Manufac- 
turers of this class of merchandise are 
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holding firmly to formerly isued lists. 
The tendency of plated ware is down- 
ward, while some excellent values in 
kitchen and similar knives can be 
found by shopping about. Many retail 
dealers report increased sales of carv- 
ers in connection with Bride Displays 
they have had this month. Business is 
done with stock purchased some time 
ago, consequently comparatively little 
is moving out of jobbers’ hands. 

Freezers.—Larger sales are reported 
by retail dealers, resulting in a freer 
movement out of local stocks since last 
reports. A fortnight or so ago, the 
impression one received in talking with 
both retail and wholesale concerns was 
that it would be a poor season on 
freezers. Although we had an early 
spring, there had not been enough hot 
days to stimulate business, consequent- 
ly retailers were slow in anticipating 
wants, being content to go along with 
what they had in stock. Jobbers, in 
turn, did not buy as heavily as they 
have in former years due to the gen- 
eral outlook on prices for all things 
handled in the trade. To-day, however, 
the situation appears much brighter. 
People going away for the summer in 
a great many instances have invested 
in freezers and the stay-at-homes are 
evincing more interest in such things. 
As a result, the market shows more life 
than it has before since 1920. 


We quote from jobbers’ stocks: 
White Mountain, 1-qt., $4.85 each; 2-qt., 


$5.65; 3-qt., $6.75: 4-qt., $8.25; 6-qt., $10.45; 
8-qt., $13.50; 10-qt., $18; 12-qt., $21.55; 
15-qt., $25.60 20-qt., $33.20; 25-qt., $42.60. 


Discount, 30 per cent. 
Arctic, 2-qt., $4.60 each; 3-qt., $5.55; 4-qt., 
; 6-qt., $8.60. Discount, 30 per cent. 
Acme, 2-qt., $12 per doz. from _ store; 
4-qt., $20 per doz. from factory. 


Glass.—Of late there has been a de- 
cided improvement in the movement of 
all kinds of glass handled by the hard- 
ware trade, especially of window glass. 
While the market is not as active as 
it usually is later in the season, it is 
quite noticably so as compared with 
going business in former years at this 
time. The improvement is due almost 
wholly to new home and garage con- 
struction throughout New England, ac- 
cording to the glass interests them- 
selves. A large number of lights are 
broken during the process of house and 
garage construction and these have to 
be repaired before properties are turned 
over to owners. No changes in prices 
are noted hor are any anticipated with- 


in the near future. 

We quote from jobbers’ stocks: 

Window glass, Single A, by the box, 8&2 
per cent discount: Double A, 83 per cent 
discount; Single B, 82 per cent discount; 
Double B, 85 per cent discount. 

Vitro-marble glass: 5/16-in., 80c. per sq. 


ft.. 7/16-in., 90c. 

Skylight glass: Rough or rolled, \-in. 
thick, 18c. per sq. ft.: 3/16-in. thick, 22c. 
per sq. ft.; M-in. thick, 28c. per sq. ft.; 


wired glass, 35c. per sq. ft. wey 
Iron and Steel.—Business in this 
branch of the hardware market shows 
little change. Daily sales continue 
to run better than those for last 
month and indications are they will 
show further increased consumption 
during the remainder of June, but in- 
dividual orders are small and it takes 
quite a few of them to move a ton of 
stock. Pennsylvania and Maryland in- 
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terests announce a reduction amounting 
to approximately 10c. per 100 lb. in 
cold drawn steel, shafting, etc. 


We quote from jobbers’ lists: 

lron.—Refined, $3.18 per 100 lb. base; 4 
and 5/16-in. round and square, $5; best re- 
fined iron, $5; Wayne iron, $8.50; Norway 
iron, rounds, 4-in. to 2%-in., 8c. net; all 
other sizes, 10c. base. 

Steel.—Soft steel bars, $3.18 per 100 ib. 
base; flats, $4.18 to $4.28; concrete bars, 
plain, $3.18; twisted, $3.45144; angles, chan- 
nels and beams, $3.18 to $3.28; tire steel, 
$4.25 to $4.75; open-hearth spring steel, 
$5.50: crucible spring steel, $11.50; steel 
bands, $3.83 to $4.48; steel hoops, $4.38; 
cold rolled steel, $4.65 to $5.15; toe calk 
steel, $5.25. 

Quality differentials, lots under 1000 Ib, 
of a size, 35e. per 100 lb.; lots of 1000 Ib, 
to 1999 lb. of a size, 14. 


Lead.—A reduction from 4%c. ‘o 
4c. per lb. in pig lead by the Ameri- 
can Smelting and Refining Co. has re- 
vived talk of lower prices on sheet lead. 
Local Market conditions do not war- 
rant any change, however. Stocks are 
small, generally speaking, and the de- 
mand is fully up to normal. 

We quote from jobbers’ 
lead, llc. per lb. base. 

Mill Supplies.—Important local inter- 
ests report larger cash sales of mill 
supplies. One house, because of im- 
proved business conditions, has gone so 
far as to discontinue the practice of 
closing during the noon hour. Em- 
ployees are working on half-hour re- 
lays, thereby co-operating with the 
management in securing business. Go- 
ing cash business is indicative of a lack 
of stocking up by retail concerns and 
small users. The big users of mill 
supplies still remain out of the mar- 
ket, or practically so. The amount of 
business placed weekly by such con- 
cerns is inconsequential. Price changes 
in mill supplies are remarkably few, 
manufaturers evidently being of the 
opinion that lower prices will not stim- 
ulate sales. 

Paints, Ete.—Well informed interests 
anticipate lower prices on mixed paints 
within the near future which should 
bring the average market quotation 
about $1 below the high peak of 1920. 
The demand for mixed paints is still 
inclined to be spotty, yet is far ahead 
of what it was a year ago. Brushes 
are easier, recently having declined 15 
to 20 per cent. Quotations on dry col- 
ors show little change and the demand 
it hardly normal, inasmuch as paint- 
ers more and more are demanding col- 
ors mixed in oil. Shellac gums are re- 
covering somewhat from their recent 
weakness, while the lead market moves 
along in an even manner. Linseed oi! 
is working slowly but gradually upward 
once more on increased buying based 
on talk of a shortage in the South 
American Flaxseed crop. In one-gal. 
lots it is $1.06; in 5-gal., $1.01; in 10- 
gal., 96c. and in barrel lots, 86c. per 
gallon. After having sold down in the 
fifties, turpentine has recovered con- 
siderable lost ground, selling as it does 
to-day at 93c. in one-gal. lots; at 88c. 
in 5-gal. lots; at 83c. in 10-gal. lots 
and at 73c. in barrel lots. 


Rails.—The local market on O.N.T. 
barn door rails has been dropped to 
8c. per foot, following a similar reduc- 
tion in the producers’ quotation. 


stocks: Sheet 
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Rope.—Contrary to the general belief 
expressed in well informed circles a 
month ago, the market on manila and 
sisal rope is easier. As compared with 
former prices quoted by the jobbing 
trade, the market is about 2c. per lb. 
lower. The demand in this particular 
section of the country has been fairly 
good, all things considered, but advices 
received here indicate it has been un- 
satisfactory in other parts. For this 
reason the wholesale trade takes it for 
granted the lower prices are made in 
the endeavor to stimulate business as 
a whole. 


We quote from jobbers’ stocks: Manila 
rope, 20c. per lb.; sisal rope, 15c. per Ib. 


base, 

Sash Cord.—After a period of several 
months when the tendency of prices 
was downward, the market on sash cord 
has reversed its action, an advance in 
the cheaper and medium grades amount- 
ing to approximately 3c. per lb. being 
recorded. The change in the undertone 
of the market is based on two bullish 
fundamental factors. In the first place 
there has been a decided improvement 
in the demand since June 1, brought 
about by increased home and garage 
construction throughout the eastern 
section of the country. In the second 
place the latest figures issued by the 
Government indicate a small cotton 
crop this year. While it is true there 
was a heavy carry-over of cotton from 
last season’s crop, the growing crop 
statistics have materially strengthened 
the situation. 


We quote from jobbers’ stocks: Sash 
cord, Acme, in dozen lots, No. 6, 37c. per 
1b.; No. 7, 35¢.; Nos. 8, 9, 10 and 12, 33c.; 
cheaper grades, No. 7, 33c.; No. 8, 3le.; 
——. spot, No. 7, 57¢c.; No. 8 and larger, 
56c. 


Screw Drivers.—The Tuck Mfg. Co., 
Brockton, Mass., has reduced prices on 
screw drivers something like 5 per 
cent, and local market quotations have 
been revised accordingly.’ 


Screws.—Pawtucket, R. I., interests 
are still offering cap and lag screws 
at prices under the general market, but 
the practice has not become general 
consequently Boston jobbers are justi- 
fied in not changing their quotations. 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, June 20. 

7HILE there has been no special 
changes in prices on heavy steel 
during the past week, there has been 
a further cutting down in operations, 
and the output of pig iron, heavy steel 
and finished steel products at present 
is the lowest reached in more than 20 
years. It is estimated that pig iron 
and steel operations at present are close 
to a 20 per cent basis, and the volume 
of orders coming to the steel mills and 
other manufacturing plants does not 
amount to more than 20 per cent of 
capacity of the mills, if that much. 
As showing how far reaching the re- 
striction of operations has been among 
blast furnaces, steel works and other 
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The demand for wood screws is quite 
a little better than it was a month 
ago, but business could be improved. 
Market conditions are so much better 
than they were, however, the hardware 
trade is considerably encouraged. 


We quote from jobbers’ lists: Wood 
screws, flat head bright, 72% per cent dis- 
count; flat head blued, 72% and 5 per cent 
discount; round head blued, 70 per cent 
discount; flat head brass, 65 per cent dis- 
count; round head brass, 62% per cent dis- 
count; flat head brass plated, 65 per cent 
discount; round head nickeled, 60 per cent 
discount; flat head nickeled, 60 per cent 
discount; flat head galvanized, 57% per 


cent discount. 

Coach screws, 50 and 10 per cent dis- 
count; set screws, including headless, 60 
per cent discount; cap screws, square and 


hexagon, 50 and 10 per cent discount; 
fillister, 30 per cent discount; flat, 20 per 
cent discount; button head, 15 per cent dis- 
count; lag screws, 50 per cent discount; 
iron machine screws, flat and round head, 
50 per cent discount; fillister, 45 per cent 
discount; flat and round head brass, 40 
per cent discount; fillister, 35 per cent 
discount. 


Shoe Findings.—The market on shoe 
tacks, cobblers’ and hob nails and the 
like is all of 10 per cent lower, follow- 
ing a reduction in manufacturers’ lists. 
Hardware jobbers report an increased 
demand for leather taps and strips, 
and the houses handling nothing but 
shoe findings have equally encouraging 
reports concerning business. The lat- 
ter attribute the improved demand to 
the fact that the great mass of work- 
ing people are getting back on a thrift 
basis of living. Shoes are much cheap- 
er than they were a year ago, when 
everybody was employed, but they are 
still beyond the reach of a large num- 
ber of people, especially as there is 
so much unemployment and short work- 
ing weeks now. More and more shoes 
are being tapped and retail hardware 
dealers handling findings are finding it 
a profitable line to handle. 


Taps.—Men’s light, $1.10 to $1.25 per 
dozen; medium light, $1.60 to $1.85; medium 
heavy, $2.15 to $2.40; heavy. $2.40 to $2.65. 
Women’s light, $1 to $1.20 per dozen: 
medium heavy, $1.25 to $1.40. Boys’ 
medium, $1.35 to $1.60; heavy, $1.75 to 
$1.90. 


Strips.—Hemlock, clean, 40c. to 45c. per 
lb.; branded, 35c.: oak, heavy. medium and 
light, No. 1, 50c¢. to 60c.; No. 2, 40¢. to 45c. 


Tarred Paper.—Quotations on tarred 
paper have been cut $5 a ton by the 
jobbing trade, following a similar re- 
duction in manufacturers’ lists. The 
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manufacturing plants, we can state that 
the Carnegie Steel Co., which has a 
total of 59 blast furnaces in the Pitts- 
burgh and near-by districts, is operat- 
ing at present only 15 of its furnaces, 
no less than 44 being idle. This con- 
cern has also seven of its large steel 
plants shut down for lack of orders. 
The same story applies to other large 
steel companies, whose rate of opera- 
tions has been cut down until it does 
not exceed 25 per cent, and it is prob- 
ably closer to 20 per cent. The main 
reason for this heavy reduction in steel 
operations is that consumers are still 
strongly of the belief that steel prices 
are going to be lower, and their views 
seem to be well founded. In fact, the 
sales managers of some of the large 
steel companies, including subsidiaries 
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demand for this product is only fair 
and stocks have accumulated in first 
hands the past few months. Stocks in 
distributors hands also are compara- 
tively large. 

Toys.—Although it has not been a 
common practice, some of the American 
manufacturers of toys have offered cer- 
tain items at reduced prices, accord- 
ing to local jobbers. Reductions, as 
named so far, have not exceeded 10 
per cent and the new prices are guar- 
anteed for the balance of 1921. Retail 
hardware dealers are not anticipating 
their toy wants in the usual manner 
this year. It never has been the cus- 
tom of the toy manufacturers, however, 
to deliver toys before the late fall un- 
less otherwise ordered by customers, 
and there is no reason to believe they 
will change their methods of doing 
business. Costs of labor and raw ma- 
terials, as well as general overhead, 
involved in the American toy industry 
have not declined sufficiently to warrant 
any drastic slashing of prices by them. 
Some of the manufacturers go so far 
as to state they would be obliged to 
close if compelled to reduce prices in- 
as much as serious financial loss would 
result. To a greater or less extent they 
are governing their stocking of toys 
by the percentage of advance orders 
received. There is a danger, therefore, 
of a shortage late in 1921, unless, of 
course, the situation does not improve 
in the meantime. 


We quote from jobbers’ stocks: 

Erectors.—No. 00. 35c. each: No. 0, 53c.: 
No. 1, $1.05; No. 2, $1.75; No. 3, $2.45; No. 6, 
$7: No. 7, $10; No. 8, $16.67: No. 10, $24.50. 

Wireless Sets.—No. 4004, $3.85 each. 

Soldering Outfits.—No. 7001, 83c. 
No. 7002. $1.67. 

Miscellaneous.—Hydraulic and pneumatic 
engineering, No. 6502, $7 each. Heat ex- 
perimenting, No. 6510, 7.50. Separate 
phone, No. 3507, $3.63. 

Mineralogy.—No. 6550, $5.25. 

Motors.—No. P-52 (2 terminal batteries), 
$1 each: No. P-54 (reverse motors), $1.83; 
No. P-58 (4 terminal batteries), $1.58; No. 
P-60-C (transformer), $4.55. 

Tool Chests.—No. 701, $2.07 each. 


Zine.—Rumblings of lower prices on 
sheet zinc are heard from outside 
sources, but local market conditions ap- 
parently remain steady. 


We quote from jobbers’ stocks: 
zine, in full casks, 12c. per Ib. 


each; 






Sheet 


of the Steel Corporation, say freely 
that steel prices must come down 
more before consumers will take hold 
and place orders freely. With this con- 
dition existing, it is not surprising that 
the trade is buying steel and other 
products in very small lots, orders 
placed being only large enough to 
round out stocks to meet urgent needs. 
The opinion seems to be that present 
conditions are likely to last over the 
summer months, but some increase in 
demand for steel will come along in 
the fall, say in September or October 
There are so many questions to be set- 
tled that the process of recovery is 
bound to be slow.. Labor, freight rates 
and other general costs, including cost 
of living, must be liquidated still more 
before there will be any return to nor- 








74 


mal conditions in the steel trade. It 
is believed that there will be no reduc- 
tion in freight rates by the railroads 
this year. 

While the above is a rather gloomy 
report, and may look to some of our 
readers to be unduly pessimistic, con- 
ditions are just as stated above, but 
there is a bright side. This is that the 
consumption of general steel products 
is without question larger than produc- 
tion. Stocks in the hands of mills and 
jobbers are low and are being steadily 
reduced. This means that some time 
possibly in the near future, there will 
be an expansion in demand to rejnforce 
stocks and to meet actual consumption. 
Reductions in salaries of officials of 
steel companies, and also to some ex- 
tent among the men, have recently 
been made, and every effort is being 
made by large steel interests to cut 
costs of production. 

As noted a number of times before 
in our reports, general conditions in 
the hardware trade are better than in 
the heavy steel trade. Local jobbers 
and retailers continue to report that 
they are doing a fair volume of bus?- 
ness, two jobbers and several retailers 
saying that the amount of business 
they are doing now is very close to 
that at this time last year. General 
conditions here are against any large 
expansion in the volume of hardware 
business, and it is probable that during 
the summer months trade will show 
a falling off. The strike in the build- 
ing trades, to which we have referred 
several times is still going on with no 
signs of a settlement in the near fu- 
ture. This is greatly restricting the 
demand for builders’ hardware and 
other products that enter into new 
building. Prospects for crops this year 
are excellent and the statement has 
often been made that no business de- 
pression can last very long after two 
heavy crops in succession. If this 
statement is true, then there ought to 
be a great revival of trade early in 
the fall or next year. Farmers are re- 
ported to be buying equipment at a 
fair rate, and when they have received 
the proceeds of their crops for this 
year, they will no doubt be buying 
freely of farming implements and other 
goods. Price changes in the past week 
were unimportant, but the trade is ex- 
pecting definite announcement in the 
near future of further reductions in 
prices on heavy steel, which of course, 
if made, will affect hardware prices all 
along the line. 

Aluminum Goods.—Several makers 
have announced reduction in prices on 
nearly all aluminum goods of about 15 
per cent, following the lead of another 
large producer which made this reduc- 
tion several weeks ago. 

Automobile Accessories. — Since the 
reduction in the prices of tires, dealers 
report a largely increased demand and 
more tires and tubes are being made 
and sold by the makers and dealers 
than for some months. The new de- 
mand for accessories is fair, jobbers 
stating that retailers’ stocks are fairly 
large and they are buying goods only 
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as needed. Jobbers quote to dealers 
their stocks about as follows: 


Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58c. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 
50c. each for less than 100 and 48c. each 
for over 100; Champion regular, 58c. each 
for less than 100, all sizes, and 56c. each 
for over 100. 


Axes.—Jobbers and dealers report 
some increase in demand in taxes since 
the reduction in prices was made, more 
goods moving out from retail stores 
than for some time. However, there 
is still a feeling in the trade that if 
prices of steel are reduced again, an- 
other reduction may come in axes, and 
jobbers and retailers are not inclined 
to carry any larger stocks than are 
absolutely needed for current trade. 


Jobbers quote from store as follows: 
First quality, single bit, $14.50 per doz. 
base; first quality, double bit, $19.50 per 


doz. base; first quality, handled, single bit 
extra handled. $19.50 per doz.; first quality, 
handled, single bit extra handled, $19.50 per 
doz.; first quality, handled, double bit, extra 
handled, $24.50 per doz. An advance on 
31%4-lb. to 41%4-lb. of 50c. per doz. is charged, 
and on 4-lb? to 5-lb. $1 per doz. 


Bolts, Nuts and Rivets.—The new de- 
mand for nuts, bolts and rivets is still 
very quiet, being only for small lots 
to meet actual needs. Makers say they 
are not running their plants to more 
than 25 to 30 per cent of capacity ow- 
ing to the dull demand. Prices on 
structural and boiler rivets are being 
shaded, and this is also true of nuts 
and bolts to some extent. Jobbers 
quote to the trade about as follows: 


Large machine bolts, 50, 10 and 5 to 60 
per cent off list; small machine bolts, cut 
thread, 60 to 60 and 10 per cent off list: 
rolled thread, 65 to 65 and 10 per cent off 
list; carriage bolts, small, cut thread, 50 and 
10 to 60 per cent off list; rolled thread, 60 to 
60 and 10 per cent off list; large, cut thread, 
50 and 5 to 50, 10 and 5 per cent off list. 


Chain.—Under date of June 10, the 
United States Chain and Forging Co., 
Union Arcade, Pittsburgh, announced 
new prices on chain as follows: 


We are pleased to announce the follow- 
ing prices as per price list of June 1, 1921, 
on U. S. electric-welded trace chains, butt 
chains, breast chains and stake chains. 

As these are firm prices you should have 
no hesitancy in placing your specifications 
for such chains as you may require for 
the coming season under the following con- 
ditions: 

U. S. electric-welded trace chains, 20 per 
cent discount; U. S. electric-welded butt 
chains, 45 per cent discount; U. S. electric- 
welded single breast chains, 45 per cent 
discount; U. S&S. electric-welded double 
slack breast chains, 50 per cent discount; 
U. S. electric-welded stake chains, 20 per 
cent discount. * 

Freight Allowance.—F.o.b. York, Pa., 
less actual freight not exceeding 25c. per 
100 lbs. on shipments of 300 lbs. or more. 

Terms.—Thirty days net, or 2 per cent 
for cash in ten days from date of invoice. 

Shipments.—Until further advised all or- 
ders will be accepted at these prices for 
shipment prior to April 1, 1922. with the 
privilege of revising such _ specifications 
thirty days prior to shipment. 

Guarantee.—Above prices are guaranteed 
on U. S. electric-welded trace chains, butt 
chains, breast chains and stake chains 
against our decline to April 1, 1922, apply- 
ing to stock on hand April 1, 1922, pur- 
chased at these prices or at prices here- 
after named by us. 

Suggested Zone Prices.—The schedule 
of suggested zone prices dated June 1, 
1921, enclosed herein, to be effective at 
once and subject to change in case of re- 
vision in freight rates. 

Bright Harness Chains.—List prices in 
price list No. 3A dated May 1, 1920, are in 
effect excepting prices on page 10 cover- 
ing U. S. electric-welded machine chain, 
coil chain and passing link chain, and 
page 19 covering U. S. electric-welded cow 
ties, which were revised February 7, 1921. 


June 23, 1921 


Page 3 covering U. S. electric-welded trace 
chains is as originally printed and as 
per prices of June 1, 1921, which we have 
just mailed you, as well as discount sheet 
ry June 1, 1921, applying to price list No. 

Makers report that the new demand 
for chain for some time has been quiet 
and only for small lots, but the mater- 
ial reductions made in prices, believe 
will have the effect of increasing de- 
mand to some extent. 

Fiberware.—In addition to the re- 
duction of 25 per cent on cuspidors 
noted in our report last week, prices 
on nearly all lines of indurated fiber- 
ware have been reduced from 15 to 
20 per cent. The new prices will be 
ready for the trade in a few days. 

Field Fence——Jobbers and dealers 
report a fair demand for chicken fence, 
but the season for field fence is pretty 
well over. Prices are holding steady, 
jobbers quoting to the trade as follows: 


Standard cyclone fencing, L extra, is 
quoted at $9.80 for 36-in., while 42-in. is 
quoted at $11. Prices on 36-in., style F, are 
$13.50 for 36-in. and $14.75 for 42-in. Single 
walk gates for same are quoted at $3.40 
each, 


Garden Hose.—This material has not 
been selling very freely for some time, 
retailers stating their stocks are quite 
heavy and will carry them pretty well 
over this season. New prices for next 
season will be given out by the makers 
of garden hose in a short time, and are 
expected to be somewhat lower than 
at present. 

Hammers.—Demand is fairly active 
and prices are holding steady. How- 
ever, in the event of another general 
cut in steel prices, which is looked for 
soon, it is not unlikely prices on ham- 
mers will also be reduced. 


Iron and Steel Bars.—New trade in 
both iron and steel bars is very slow, 
and none of the mills making either 
iron or steel bars is running to more 
than about 25 per cent of capacity. 
The mill price on Bessemer soft steel 
bars is 2.10c. but this price has been 
shaded at least $2 per ton and possibly 
more. Another reduction in prices on 
both iron and steel bars is looked for 
in the near future. 


y 

Jobbers ‘are quoting soft steel bars at 
2.65c. to 2.75c. and common iron bais at 
about 2.85c. to 3c. for small lots from store. 


Sash Cord.—Prices on some of the 
cheaper grades have been reduced about 
3c. per lb. and a reduction in the higher 
grades is looked for in the near future. 
Dealers say the new demand from store 
is only fair, owing to the dearth of 
new building operations in this dis- 
trict. 


Sheets.—The demand is quiet, being 
mostly for small lots to cover current 
wants, and as a general average sheet 
mills are not operating to more than 
25 per cent of capacity. Some mills are 
shading prices on blue annealed and 
black sheets from $2 to $3 per ton, and 
some jobbers are also shading their 
former prices. Jobbers quote about 
as follows: 

For No. 1 biue annealed, 3.10c. base, 
Pittsburgh; 4c. base for No. 28 black, and 
5c. base for No. 28 galvanized. In lots of 
one to ten bundles out of Pittsbugh ware- 


houses the price is $25 per ton above the 
manufacturers’ prices, or 4.35c., 5.25c. and 
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6.25e. respectively. Larger quantities sell 
at somewhat lower prices. 

Paints and Supplies——The new de- 
mand for paints and supplies of all 
kinds is still quite heavy and June 
promises to compare very favorably 
with May, the volume of business last 
month having been very heavy. Prices 
among dealers are holding quite firm 
and are as follows: 

Standard grades of ready mixed paints 
are $4.25 per gal.; linseed oil is 88c. per 
gal., in barrels; turpentine is 82c. per gal., 


and white lead is $13 per 100 Ib. 
Stucco 4-in. brushes are sold at about $4 


each at retail. Putty is sold at $1.25 for 


12% Ib. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are sold at $3.50 
per gal.. medium grades at $4 and high 
grades at $4.25 per gal. 


Varnish.—The Murphy Varnish Co., 
Chicago and Newark, under date of 
June 10, announces a reduction of from 
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50c. to $1 per gal. on its lines of var- 
nish, including Da-cote motor car 
enamels. The company states that its 
business in April, the latest figures 
available, showed a large increase over 
the same month last year. 

Wire Products.—Makers say that the 
recent reduction of $5 per ton has 
not stimulated the demand for wire 
or wire nails, which is still quiet and 
only for small lots to cover actual 
needs. It is the belief of the trade 
that another reduction in steel prices 
is coming in the near future, and if 
this is made it will affect wire nails 
and all kinds of wire. Mills report 
they are not operating to more than 
about 25 per cent of capacity. 


Local jobbers are now quoting wire nails 


from store at $3.35 base per keg plain an- 
nealed wire at $3.10 base; galvanized wire, 
No. 9, $3.80; 2-point cattle wire $3.50, 
4-point $3.75, all in 80-rod reels. 
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Office of HARDWARE AGE, 
604 Mercantile Library Bldg. 
Cincinnati, June 18, 1921. 
sae past two weeks have witnessed 
a slight falling off in the hardware 

trade and as the customary dull sum- 
mer period is now about commencing 
there is not expected to be very many 
developments within the next couple of 
months. The trade generally, how- 
ever, is looking for lower prices on a 
number of articles shortly after the 
first of July. There is no concrete evi- 
dence however, that these lower prices 
will materialize. 

Business generally, up to the present 
time, has been uniformly good. Local 
jobbers report that their sales are run- 
ning very close to those for the similar 
period of last year. They are highly 
gratified with the business done in view 
of general conditions. The trade gen- 
erally is very optimistic. Most of the 
local jobbers are well stocked with 
goods and are not placing heavy orders 
with the manufacturers. Dealers, too, 
continue their policy of buying only for 
immediate needs, taking care however 
to keep stocks on their shelves as com- 
plete as is consistent with good mer- 
chandizing. This probably accounts 
for the uniformly good business re- 
ported since the first of the year, as 
most stocks are in better shape now 
than they have been at any time since 
before the war. 

Continued improvement is noted in 
building construction. The automobile 
accessories business is also keeping up 
wonderfully well, and paint manufac- 
turers and dealers report the demand 
the heaviest they have known in years. 
Seasonable goods are getting the call 
right now and very little buying for 
the future is going on. : 

Aluminum Ware —Since the first of 
the month sales have picked up notice- 
ably. The recent price reductions have 
had a good effect and the practice of 
giving practical gifts to June brides 
has also helped sales. 

Axes.—Some small orders for fall 
delivery have been received by local 


jobbers. The new prices have also had 
their effect in stimulating sales. Stocks 
are in good shape. 


Jobbers quote, 3% lb. single bitted un- 
handled axes, $14.00 per dozen; 3% double 
bitted unhandled axes, $19.50 per doz. 

Automobile Accessories——The de- 


mand for automobile accessories con- 
tinues good as was intimated in this 
report some weeks ago. Prices on gen- 
uine Ford parts have been revised some- 
what. This reduction was made prin- 
cipally on the larger parts and was not 
of a very radical nature. The demand 
for locking devices continues very fair 
and tires are moving better than they 
have since last summer. 

Bottles.—The Icy-Hot Manufacturing 
Company has reduced their list price on 
bottles 50c each. The demand is par- 
ticularly good and jobbers are having 
difficulty in filling them, as manufac- 
turers are having their own troubles 
supplying the orders of the trade. In 
connection with hot and cold water 
bottles, it is reported that bottles of 
European manufacture are about to be 
offered in this country at prices con- 
siderably lower than domestic manu- 
facturers can manufacture them. 

Bale Ties—Some interest is being 
shown in bale ties and local jobbers 
have placed some fair orders with the 
manufacturers. . 


Jobbers quote 9% ft., 14 ga. bale ties, 
$1.65 per bundle; 9% ft., 15 ga., $1.39 per 
bundle. 


Builders’ Hardware.—New construc- 
tion is confined almost exclusively to 
residential buildings and is registering 
an increase from week to week. Dur- 
ing the past two weeks many new resi- 
dences were figured on and some fair 
sized orders placed. This season is 
expected to be the best in ten years. 
Local jobbers and dealers report sales 
of builders’ hardware as very good. 
There have been no price changes and 
none are expected for some time. 

Bolts and Nuts.—The demand is only 
fair. Supply houses handling bolts 
and nuts in a large way, report that 
their sales are running about 40% 
lower as compared with last year. In- 
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dustrial depression is the principal rea- 
son for the slackness. While not in 
the market for bolts and nuts, local 
jobbers report that they are being of- 
fered goods at substantially lower 
prices than those prevailing. There 
have been no price changes since the 
one of six weeks ago, but it is expected 
that revisions will be made shortly 
after the first of July. 


Local jobbers quote: machine bolts, small 


sizes, 60 and 10 per cent off, larger 
sizes, 50 and 7% per cent off, Carriage 
bolts, small sizes, 60 per cent off, larger 
sizes, 50 and 5 per cent off; stove bolts, 
75 and 10 per cent off; semi-finished nuts, 
small sizes, 70 per cent off: larger sizes, 


60 and 10 per cent off. 


Cabinet Locks.—A reduction of 10% 
has been made by manufacturers in 
cabinet locks and these have been put 
into effect by local jobbers. 


Eaves Trough and Conductor Pipe.— 
The demand continues steady and job- 
bers are constantly forced to replenish 
their stocks. 4 in. pipe particularly, 
seems to be in demand. There have 
been no changes recently but it would 
not be surprising if one were announced 
within the next two weeks. In the 
meantime, jobbers quote 

28 ga. 5 in., single bead eaves trough, 
$4.85 per 100 feet; 28 ga., 3 in. corrugated 
conductor pipe, $4.70 per 140 feet; 3 in. 
corrugated conductor elbows, $1.65 per 
dozen. 

Enterprise Manufacturing Co. Goods. 
—The Enterprise Mfg. Co. Phila- 
delphia, has announced a reduction of 
approximately 1242% on all their 
goods. Local jobbers have changed 
their prices accordingly. 


Files.—The demand is only fair, the 
quietness in the machine tool business 
particularly, having a depressing effect 


on sales. Prices are as last reported. 
Jobbers quote all makes of files at 50 and 
10 per cent off list. 


Garden Hose.—Dealers report their 
sales as running about 50% over those 
of last year. The demand still con- 
tinues good and it is expected that very 
little of this line will be carried over 
till next year. Prices are as last 
quoted. 

Leader brand, % in., 5-ply, 10%c. per 
t.5 % in. same, 12%c. per ft. Red hose, 
¥% in., 7-ply, 15c. per ft.; % in. same, 17c. 
per ft. 

Galvanized Ware.—A slight improve- 
ment in the demand is noted, applying 
particularly to galvanized tubs. There 
is apparently some oversupply of gal- 
vanized ware and this has a tendency 
to make prices irregular. Local jobbers 
however still quote: 

Gal. pails, 10 qt., $2.50 per dozen; 12 qt., 
$2.80; 14 qt., $3.20; 16 qt. $4. Gal. tubs, 
No. 0, $6 per dozen; No. 1, $7.20; No. 2, 
$8.40, No. 3, $9.60. 

Glass.—With the increase in build- 
ing activity jobbers note an increased 
demand in window glass. The season 
is expected to be a very fair one. 
There have been no price changes re- 
cently and jobbers quote: 

Single strength A, al! sizes, 81 per cent 
discount; double strength A, all sizes, 83 
per cent discount; Plate glass, 75 and 10 
per cent discount. 

Ice Cream Freezers.—There is still 
a very fair demand for ice cream freez- 
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ers and dealers’ sales are good. No 
price changes are reported. 


Jobbers quote: White Mountain, 1 at., 
$4.85 each; Arctic, 1 qt., $4 each; Acme, 
2 qt., $12 per dozen, 4 qt., $20 per dozen. 


Lawn Mowers.—Sales of lawn mow- 

ers have been particularly good. Some 
apprehension was felt by jobbers and 
- dealers in the early part of the year 
that they would be caught with heavy 
stocks bought at high prices, but their 
experience has been that sales this year 
have been 50% better than last year, 
despite the fact that prices are from 
25 to 50% higher. The better grades 
of mowers have been the first sellers, 
but all grades have moved very-nicely 
with a result that there will be very 
few carried over to next season. While 
it is expected that lower prices will be 
made next year, no intimation to this 
effect has been received. Jobbers are 
quoting from badly depleted stocks: 


Common lawn mowers, 12 in., $6 each; 
14 in., $6.25 each; 16 in. $6.50 each. 
Medium grade ball bearing, 14 in., $9.50 
each; 16 in., $9.75 each; 18 in., $10 each. 
High grade ball bearing, 16 in., $14.25 each; 
18 in., $14.75 each; 20 in., $15.25 each. 


Nails —The demand for nails shows 
a steady, though slight improvement. 
Local jobbers have recently cut the 
price of wire nails to $3.50 per keg 
base. It is reported that some manu- 
facturers are offering nails at $2.90 
base, Pittsburgh, but no definite in- 
formation is at hand in regard to this. 


Ox Strapping.—A reduction of 10% 
is announced by manufacturers and 
local jobbers have changed prices ac- 
cordingly. 

Paints and Oils.——The demand con- 
tinues heavy and from present indica- 
tions, the season will be the best in the 
history of the trade. While it was ex- 
pected sometime ago that prices would 
be cut after the first of July, it is now 
felt that present prices will be main- 
tained for some months tocome. Some 
manufacturers of paint have notified 
jobbers that it is not their intention to 
make any reductions in the near future. 
The linseed oil and turpetine market 
are showing slight improvement. Prices 
have not changed within the past two 
weeks and jobbers are quoting linseed 
oil at 95c. per gal; turpentine, 82c. per 
gal., and white and red lead at 13c. 
per lb. 

Rope.—A reduction of approximately 
10 per cent has been made in rope 


prices. 

Jobbers now quote: first quality manilla 
rope, 18%4c. per Ilb.; sisal, 1044c. per Ib. 

Rivets.—No changes have been made 
in rivet prices. The demand is only 
fair. 

Jobbers quote all sizes of rivets at 65 
per cent off list. 

Sash Cord.—Sales continue very 
good and prices are holding firmly. 
Some cord of inferior quality is being 
offered at low prices, but not much in- 
terest is being shown in these lots. 

Jobbers quote: No. 7 braided, 32c. per 
Ib. 

Sash Locks.—A reduction of 10% 
has been made in cast iron sash locks 
and local jobbers have revised their 
quotations accordingly. 


Sash Weights—A reduction of 30c. 
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per 100 pounds has been made in the 
price of sash weights and these are now 
quoted by local jobbers at $2.30 per 
100 Ib. 

Stove Pipe——Some interest is being 
shown in stove pipe for fall delivery. 
Some price reductions have recently 
been made, but it is not expected that 
others will be forthcoming. 


Screws.—There is nothing new to re- 
port. Sales are running approximately 
50% of this time last year. No changes 
are reported, except that an occasion- 
ally cap and set screws are picked up 
at slightly lower prices. 


Jobbers quote: Machine screws all sizes, 
70 per cent off; Cap screws, 50 and 10 per 
cent off; Set screws 60 per cent off: Coat 
screws, 60 and 10 per cent off; Lag screws, 
50 and 10 per cent off; Wood screws, 70 
and 20 per cent off. 


Sheets.—No price changes have been 
reported but it is anticipated that one 
will be forthcoming in the near future. 


Jobbers quote: 28 ga. black sheets, 5.50c. 
per lb.; 28 ga. gal. sheets, 6.50c. per Ib. 


Tin Plate——The market is quiet for 
tin plate. No price changes other than 
the ones made some weeks ago are re- 
ported, quotations varying and the 
range is about $7.75 to $9.50 per base 
box. 
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Water Coolers.—The warm weather 
has created a heavy demand for water 
coolers and jobbers and dealers report 
their sales as extremely good. 

Wire Products.—Sales of wire cloth 
this season have been about the best 
for many years and jobbers are con- 
tinually forced to replenish their stocks 
to take care of the demand. Other 
lines of wire products, however are 
rather quiet at the present time. Prices 
have not changed recently and jobbers 
still quote: 


Poultry netting, 45 per cent off. Black 
painted wire cloth, 12-mesh, $2.40 per 100 
square feet. Cattle wire, 6 in., 4 pt., $4.05 
per spool. No. 9 annealed wire, $3.60 per 
100 Ib. 


Wheelbarrows.—The demand for 
wheelbarrows continues heavy and a 
local jobber who makes a specialty of 
shipping these barrows to his custom. 
ers all set up and ready for use, re- 
ports the sales this year as phenomenal. 
Dealers are beginning to realize that 
the extra charge for setting up the 
barrow, actually means money in their 


pocket and are very enthusiastic about * 


this idea. No price changes are re- 
ported and jobbers are quoting. 


Full boited wocden barrows, $4 
Steel pan tray barrow, $6 each. 


each. 
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3725 Colfax Avenue South, 
Minneapolis, Minn., June 14, 1921. 

bien is very little new to be said 

about the business conditions as ap- 
plied to the general hardware lines. 
General conditions taken into consid- 
eration, as they should be, a very fair 
volume of business is being done. The 
trade is very spasmodic, sometimes for 
two or three days it looks as though 
a general revival is to set in and sud- 
denly it drops off again for a few days 
or a week. However, practically all 
dealers and jobbers are optimistic and 
feel that we are gradually getting 
back to a normal and stable basis. Such 
dealers as get out after the business by 
advertising, window displays and sv- 
licitation are able to do a very good 
business. 

Prices on the general run of harca- 
ware appear to have reach a fairly 
firm basis, as there have been very few 
price changes during the past two or 
three weeks. , This should encouraye 
better buying. 

Building permits in the larger cities 
are increasing each week, and the pros- 
pects for a good year in builders’ hard- 
ware is very encouraging. There is 
very little construction work in the 
smaller towns which depend on the 
country trade, as farmers have very 
little spare money and are now busy 
with their farm work. As soon as the 
fall crops are in and sold business will 
improve in these smaller towns. 

Builders’ Hardware.—The amount of 
business being done in builders’ hard- 
ware in the larger cities is very gooa, 
and as it continues to improve it would 
appear that an unusually large volume 
of business will be done this-year. Be- 
cause of the fact that the majority of 


the orders are for hardware for dwell- 
ings it will take a great deal of busi- 
ness to get a large total as compared 
with the total when large buildings are 
under construction. Prices remain 
firm. 


Axes.—The demand for axes in a 
retail way is very light and will no 
doubt remain ‘so until next seasori. 
Stocks are plentiful and prices have 
declined. 


We quote from local jobbers’ stocks: 
Single bit $14.50, double bit $19.50, base 
weights. 


Brads.—Sales of brads continue to 
show some improvement in localities 
where building conditions have im- 
proved. Prices have shown advance. 
Stocks are plentiful. We quote from 
local jobber stocks 65-10 per cent 
from list. 

Bolts.—As previously reported the 
sales of bolts are not satisfactory. 
There is, of course, about an average 
number of small orders for a few bolts, 
but orders for any quantity is almost 
entirely lacking. Jobbers stocks are 
in good condition both as to quantity 
and assortment. Prices remain firm 
as last quoted. 


We quote from local jobbers’ stocks: 
Sma!l carriage bolts, 50 per cent; large 
carriage bolts, 45 per cent; small machine 
bolts, 50-10-5 per cent; large machine bolts, 
50-5 per cent; stove bolts, 60-5 per cent: 
lag screws, 50-10-5 per cent. 

Eaves Trough, Conductor Pipe and 
Elbows.—Sales of this line are very 
good and continue to improve each 
week. Jobbers stocks are ample to 
meet demands. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
Eaves trough, 28 gage, 5 in. lap joint, 
single bead, $5.25 per 100 feet; conductor 
pipe, 28 gage, corrugated, 3 in., $5.40 per 
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100 feet; elbows, 3 in., corrugated, $1.72 per 
doz. 

Files.—There is quite a lack of de- 
mand for files in a large way, although 
there is about the usual number of 
sales of individual files. Stocks are 
ample and prices remain firm. 


We quote from local jobbers’ stocks: 
Nicholson files, 50-10 per cent from list; 
Arcade, 60-10 per cent from list. 


Galvanized Ware.—There is some 
improvement developing in the sales of 
galvanized ware, sales of which have 
been very dull for the past few weeks. 

Jobbers’ stocks are ample, and prices 
remain as last. 

We quote from local jobbers’ 
Standard No. 1 galvanized tubs, 
doz.; standard No. 2, $7.70 
standard No. 3, $9 per doz.; heavy gal- 
vanized No. 1, $20 per doz.; No. 2, $20.50 
per doz.; No. 3, $23 per doz.; standard, 10 
quart galvanized pails, $2.40 per doz.; 
standard 12 quart, $2.64 per doz.; standard 
14 quart, $2.95 per doz.; galvanized stock 
pails, 16 quarts, $4.50 per doz.; 18 quart, 
$5.13 per doz. 

Glass and Putty.—Retail sales of 
glass and puity are considered only as 
fair, as most retail sales are for re- 
pair work. Jobbers selling to sash 
and door factories are doing a very 
satisfactory volume of business. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks: 
Single 80 per cent; double 82 per cent 
from standard lists. Putty $5.15 per cwt. 
for commercial in bladders. 

Hose.—From now on no great vol- 
ume of business in hose can be expect- 
ed, although there will undoubtedly be 
some sales for replacement purposes. 


Prices remain as last quoted. ° 


stocks: 
$6.84 per 
per doz.; 


We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 19c. per ft.; 5-ply 
rubber, %-in., 14c. per ft.; %-in. cotton, 


13l4e. per ft. 

Ice Cream Freezers.—Sales are very 
few and far between in a retail way 
because of the cool spring season and 
prevailing unemployment. Jobbers 
have a fair stock and prices remain 
as last. 





We quote from local jobbers’ stocks: 
White Mountain, 1 qt., $38.40; 2 qt.. $4.; 
3 at., $4.65; 4 qt., $5.80; 6 qt.. $7.25; 8 at., 


$9.50. 

Lawn Mowers.—A very fair volume 
of business is still being done in lawn 
mowers, some dealers by special prices 
and heavy advertising have moved an 
unusually large quantity. Prices remain 
firm in a wholesale way. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles Cc. E. 
and L, at 25 per cent off list. Riverside, 
ball-bearing, at $9.50 each. 


Nails.—Sales of nails are — rapidly 
improving along with sales of builders’ 
hardware. Individual orders are per- 
haps smaller as the carpenter and con- 
tractor now know that they can get the 
various sizes as wanted. There has 
been a further decline in price of 
nails. 


We quote from local jobbers’ stocks: 
Bright wire nails, $4.10, base; cement coated 
nails, $3.50, base. 


Paper.—Hardware dealers carrying 
a line of building papers report that 
a very nice volume of business is be- 
ing done. There has been a further de- 
cline in prices. 


We quote from local jobbers’ stocks: 
Barrets No. 2 tarred felt, $2.95; threaded 
felt, $1.78; slatters felt, $1.30; No. 20 red 
rosin, 48c. per roll; No. 25, 60c. per roll; 
No. 30, 72c. per roll. 
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Poultry Netting —Sales of netting 
are gradually dropping off as the sea- 
son advances and the sales from now on 


will no doubt be very small. Prices 
remain firm. 

We quote from local jobbers’ stocks: 
Hexagon poultry netting, 40-10 per cent 


from standard lists. 

Rope.—Sales of rope are gradually 
improving although not of large vol- 
There has been a further de- 


ume. 
cline in jobbers prices. 

We quote from local jobbers’ stocks: 
Pure manila rope, 20c. per Ib., base; pure 


sisal rope, 15c. per Ib., base. 
Sandpaper.—The demand for sand- 
paper is improving due to improvement 
in building conditions, although buying 
is done as needed and no large orders 
are received. Prices remain as last 


quoted. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 


Garnet paper at $15 per ream. 
Sash Cord.—A very nice business 
is now being done in sash cord and 


further improvement is looked for. 
Prices remain as last quoted. Stocks 
are ample. 

We quote from local jobbers’ stocks: 
Silver Lake No. 8, at 65 cents per Ib.; 
ordinary braided cotton cord No. 8, at 33 


cents per Ib. 

Sash Weights. — Sales of sash 
weights are improving along with sales 
of cord. Stocks are readily obtainable. 
Prices remain as last quoted. 

_ We quote 
$5 per cwt. 

Screen Doors and Windows.—Sales 
are slowing up in this line as the sea- 
son is coming to a close for any large 


from local jobbers’ stocks: 


business. Stocks are ample. Prices 
remain firm. 
We quote from local jobbers’ stocks: 


Common screen doors, $29.40; fancy screen 
doors, $34.80 per doz. Window screens: 
Sherwood adjustable, 24-in., $9 per doz.; 
Wabash extension, 24-in., $7.70 per doz. 
Screws.—Demand for screws has not 
reached a very large volume but is bet- 
ter than it was earlier in the year. 


Continued improvement is expected. 
Prices as last. 

We quote from local jobbers’ stocks: 
Flat-head bright screws, 75-10 per cent; 
round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent: 


flat-head brass screws, 65 per cent; round 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass machine 
screws, 50 per cent. 

Solder.— This item is apparently 
meeting with a better demand, as it is 
the only item showing an advance in 
price from that last quoted. 


We quote from local jobbers’ 
Half and half solder, 24%4c. per Ib. 


Steel Sheets.—The demand for steel 
sheets is still lagging and there 1s 
very little likelihood of any improve- 
ment during the summer season. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks: 
28 gage black sheets, $5.60 per cwt.; 28 
gage galvanized sheets, $6.60 per cwt. 

Wheelbarrows.—There is a somewhat 
better demand for wheelbarrows, al- 
though not up to the usual volume for 
this season of the year. Prices remain 
firm. 


We quote as follows: Fully bolted, $38 
per doz.; tubular steel No. 1, $6.60 each; 
garden wood barrows, $5.40 each. 


Wire Cloth.—The demand for wire 


stocks: 
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cloth in a retail way is not very light, 
although there is some demand from 
sash and door factories. Prices remain 
as last. 

We quote from local jobbers’ stocks: 
Black 12 x 12 mesh at $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh at $3 per 100 sq. ft. 

Wire.—Sales of wire are of fair vel- 
ume, but the individual orders are 
small. Following the decline in price 
of steel, there has been a decline in 
price of wire. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.43 ; galvanized cattle, $4; painted hog 
wire, $3.66; galvanized hog wire, $4.27; No. 
9 smooth black annealed wire, $3.85: No. 
3 smooth galvanized annealed wire, $4.55. 


LONDON MARKET LETTER 
LONDON, June 1, 1921. 

The demand for oil cooking stoves in- 
creases; in many towns the supply of 
British stoves has run out, and for 
the want of fuel no more are at present 
available. It is interesting to note that 
American makers have not been slow 
to send over a fairly good supply. I 
have just had an opportunity of seeing 
one of these ovens in use and can bear 
testimony to their efficient working, to 
the intense heat quickly generated, and 
to the excellent cooking performed in 
these cabinets. It would be a good 
thing if the factors here saw to it that 
their retail agents had a supply of wicks 
and the small fittings which wear out, 
because no English accessories will fit 
or serve. 

The season is now coming when the 
chief business is done in deck chairs, 
out of door garden furniture and tents 
and awnings. A few years ago there 
were a good many American patterns of 
hammocks and other similar goods 
about, not many are observable now. 
It would appear that there is a good 
field open for these lines. I would spe- 
cially advise American makers to give 
attention to the exportation of garden 
tools, furniture and fittings (not com- 
bination tools), and to oil stoves and 
light attractive aluminum and other 
kitchen wares. At one time American 
clothes airers and similar wood work 
sold freely, it has fallen off lately, but 
there is plenty of scope for such goods; 
Canadian makers are pretty active in 
this direction. There are at the mo- 
ment agents on the lookout for new 
quick selling lines. 

Agricultural implements have been 
rather slow moving goods lately, and 
among the rest American makers have 
experienced the depression. A new 
start will be made shortly, for there is 
much activity in the preparations being 
made for the forthcoming “Royal” 
show which is to be held this year at 
Derby. The space taken for stands is 
highly satisfactory and notwithstand- 
ing the difficulties of railway travelling 
there will be a good attendance of buy- 
ers. Road locomotion has advanced in 
volume. 

The change which has taken place 
in the appearance of English highways 
lately is truly astonishing. Horse- 
drawn vehicles are few compared with 
the number of road cars, motors of 
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every kind, motor cycles with and with- 
out side cars for men and women. 

As I write these notes the famous 
race of the year is being run, for it is 
“Derby Day,” and it is said that it 
may be described as a “petrol-driven 
Derby” for there are no extra trains 
and every motor-driven vehicle that 
can be pressed into the service is today 
running from London and elsewhere to 
Epsom Downs. The traffic too, will be 
directed by R33, the great airship lent 
by the Air Ministry. It marks another 
advance in road locomotion. 

This is the day of hustle in every 
country; it is also a time when more 
than at any previous timé we need 
selective ability in commerce. And 
this is what I mean when I urge Amer- 
ican makers to make quite sure wheth- 
er the goods they are sending over here 
are right before they flood the market 
with unsuitable wares and thus lock up 
capital and prejudice repeat orders. 

The pros and cons of coal and oil 
are being freely discussed. The use 
of oil for motive power instead of coal 
has long passed the experimental stage, 
and many factories which would have 
otherwise had to close down owing to 
the shortage of coal supply are still 
running, for oil engines are being in- 
stalled as fast as possible. It looks 
as if British industry and locomotion 
had entered upon a new era, and that 
power would be generated chiefly by oil 
fuel in the future; the rapid strides 
in this direction make us more inde- 
pendent of the miners and will tend to 
prevent undue inflation of prices by 
labor demands. 

During the last year or two very 
many handsome war memorials have 
been erected. some beautiful structures 
in stone, others chiefly ornate by brass 
and bronze relief figures with which 
they are adorned. Memorial bronzes 
are not always reniiniscent of sad 
losses, for some are even of a jubilant 
character. A very interesting bronze 
tablet prepared for the Rolls-Royce 
Co., Ltd., has just been modelled to 
commemorate the first direct aerial 
flight across the Atlantic, and as a per- 
manent acknowledgment of the skill 
of the engineers and others who took 
part in the making of the machines 
and their safe conduct. The casting 
in bronze consists of an inscribed 
shield with two winged supporters 
stretching across the space clasping 
hands, surmounted by ‘the American 
eagle on a globe; a truly pleasing sug- 
gestive memorial indicating the ever- 
tightening grasp of common friendship 
between England and the United 
States. 

I understand that Sir Robert Had- 
field, who may be said to represent 
British scientific engineering in the 
metal trades, will be presented with 
the John Fritz medal on the occasion 
of the visit of American engineers to 
this country in July. The visit itself 
indicates the co-operation and scientific 
research in all parts of the world in 
their determination to give manufac- 
ture and production the full benefit of 
modern discovery and the practical ap- 
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plication of scientific engineering. 
Workmen of every kind are not only 
combining, but drawing into one fold 
the trade unions which have hitherto 
acted independently—the result of such 
strong labor combines can only be met 
by equal enterprise by marufacturers 
who must rely more upon increased out- 
put, better machinery and more scien- 
tific engineering than upon the employ- 
ment of capital unaided by intensive 
production. 

There are many American business 
men on a visit to Great Britain just 
now—they all mean business, and I 
hear they are not disappointed with 
the prospects, although the coal strike 
cloud still hangs like a pal) over in- 
dustry. J. A. Penton, the president of 
the American Casting Association, is 
in London. F. C. Langerberg, of the 
United States, is one of three just 
selected for an award of $500 toward 
research work in steelmaking by the 
Andrew Carnegie Research Council. 


What “Pittsburgh Plus” Means 


(Continued from page 56) 
Minnesota, Wisconsin and _ Iowa, 
adopted resolutions through their 
legislatures, protesting against the 
practice and instructing their attor- 
neys general to intervene in the case. 
Western farm organizations took an 
increasingly active part in the fight 
and the South was no whit behind- 
hand. 

Those Who Are Affected 


The effect on all trades using steel 
largely was great. All efforts at 
present being bent toward the lower- 
ing of commodity prices, it was felt 
that this practice should be carefully 
scrutinized and, unless legally or 
economically justified, abandoned. 

The hardware trade is also inter- 
ested, because of the part steel plays 
in it. If the practice can be abol- 
ished, either by the substitution of 
“mill base,’”? which is the quoting of 
steel f. o. b. mill, or the substitution 
of a zone basing system, which has 
been suggested, so that steel will be 
sold practically on a “cost plus fair 
profit” basis, it is asserted that there 
will be a distinct lowering of prices 
in all trades in which steel is an im- 
portant factor. It has also claimed 
building costs, road construction 
costs, farm implement costs and nu- 
merous other costs will be lowered. 

It is further claimed that through 
the American Farm Bureau Federa- 
tion, the farmer is learning that he 
is the one who is really paying the 
“Pittsburgh Plus” and that he will 
soon want to know how much this 
pricing method has added to the cost 
of his fencing wire, farm imple- 
ments, watering system, silo stoves 
and a hundred other articles in which 
steel is used. gine™ 


‘stale. 
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However, the investigation by the 
Federal Trade Commission is on. 
Testimony involving the trade usage 
and also the cost of steel production 
will be taken for some time, follow- 
ing which this momentous case will 
be determined. 


First Organize—Then Outfit 


(Continued from page 58) 
umpires, scorers, etc., and the fel- 
lows appreciated his co-operation and 
pledged their support to our firm. 


Our baseball business this spring 
will be the biggest in our history. Of 
course, we have a city, you might 
say; but there is a good chance of 
organizing a four team league in any 
town of 5000 people. All that is 
necessary is a little initiative on 
the part of the sporting goods 
dealer. 

I was in Spalding’s store over on 
Broad Street a few weeks ago and 
heard one of the salesmen tell the 
manager that Mr. Blank was putting 
in a golf course in a certain town 
in the State. There is a good chance 
for a hardware dealer in that town 
to sell every golf club and _ ball, 
caddy bag, etc., that will be used 
on that course. The golf clubs in 
the cities employ professionals who 
handle clubs and balls on _ the 
grounds, but the town clubs are not 
rich enough to employ a “pro” and 
all of this business will go to the 
hardware store that stocks the needs 
of the golfer. 


Beating the Mail Order Houses 


Keep what the public wants and 
the public won’t read that mail or- 
der catalogue so closely. 

Buy a few of an article and try 
them out. That is my policy. 

I will try anything that looks like 
a seller, and it is seldom that I make 
a wrong purchase in the sporting 
goods line. I follow standard lines 
as near as possible. 


Into the Windows 


I am a strong believer in window 
displays. When you purchase new 
lines, don’t stick them away on a 
shelf but display them in your win- 
dow and don’t let the window grow 
The majority of hardware 
dealers pay too little attention to win- 
dow display. 

Put in a window of fishing tackle 
and watch the results. Follow it with 
one of baseball goods or put in a 
mixed window, and watch your prof- 
its grow. Men, women and children 
are attracted by sporting goods in 
the window and the possibilities of 
attractive displays are unlimited. 
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Your garage—what kind of doors is it 
going tohave? Letus show you McKinney 
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Bissell’s New Line of Toy 
Sweepers 


After an absence of about three 
years from the market, there is again 
a line of toy sweepers bearing this 
familiar trade name. It became neces- 
sary for the Bissell Company to dis- 

















The Little Queen Toy Sweeper 


continue their line of toy sweepers 
during the war in order to properly 
take care of the demands of their reg- 
ular carpet sweepers and to produce 
certain government orders assigned to 
them. 

They had been experimenting for 
some time to produce two new models 
which are described as being most at- 
tractive in design and finish and of 
excellent construction. 

Unquestionably the toy sweeper is 
always ranked high as an education toy 
which appeals to the mother at the 
same time that it pleases the youngster. 

It is further emphasized that from 
a selling standpoint, aside from pro- 
ducing immediate profits from the sale, 
each Bissell toy sweeper placed in the 
home is an ever present suggestion to 
the mother for acquiring or continuing 
the use of the regular Bissell carpet 
sweeper. This should particularly ap- 
peal to those thousands. of merchants 
who sell Bissell sweepers. In fact, the 
Company points out that one of the 
chief values to them of a line of toy 
3issell’s is the advertising value and 
of course, they can reap this advantage 
only as it benefits their customers who 
handle the goods. 

One of the models called the “Little 
Daisy” is 7 in. long with a 24 in. 
handle and is finished in deep blue. The 
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“Little Queen” is more finely finished 
in a grain mahogany effect with gilt 
lettering, and is a little larger. 

These sweepers are made by. the 
Bissell Carpet Sweeper Company, at 
Grand Rapids, Michigan. 





New Socket Wrench Set 


The Graham Roller Bearing Corp., 
Coudersport, Pa., offer the trade the 
No. 2 Socket Wrench Set suitable for 
general use where socket wrenches are 
needed. 

The sockets are made from solid 
steel bar and after carefully machin- 
ing are heat treated making them, say 
the manufacturers, practically inde- 
structible. The handles are formed 
form one piece of solid steel bar and 
are guaranteed to stand all reasonable 
tests. The sockets may be used on 
either end of handle and thus reach all 
places inaccessible to other wrenches. 
This set includes five sockets and one 
handle. 

No. 3 Socket Wrench Set, the one 
shown in the illustration, is the same 
as No. 2 set in construction but has 
eight sockets and one handle in the set. 
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No. 3 Graham Socket Wrench Set 


Small Compact Stove With Big 
Hot Flame 


The National Stamping & Elec- 
tric Works, 424 South Clinton Ave- 
nut, Chicago, IIl., offer to the hard- 
ware trade the Camp-Comfort cook 
stove small and compact but capable 
of an immediate big hot flame that will 
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do real cooking. It is said to be just 
the thing for the day camp of the 
motorist or motor boat fiend and would 
be equally as useful in the permanent 
camp or on a canoe trip. 

The stove complete weighs 12 pounds 
and can be folded up like a suitcase, 

















Camp Comfort Cook Stove 


taking less room as it measures 4x10x18 
in. When folded it may be placed in 
any convenient spot, out of the way, 
ready to be brought out again at will. 

The Camp-Comfort makes and burns 
its own gas generating it from common 
motor gasoline, the same grade as used 
in auto engines and on motor boats. 
When lit the main burner produces gas 
for the second burner. One or both 
may be used in cooking. The heat can 
be regulated from a low simmering heat 
to a great intense heat like on a stand- 
ard size gas stove. 

There is a pleasing lack of compli- 
cated parts and mechanisms. To use 
this stove the cover is opened and the 
tank put in position and the stove is 
then ready for use. The lid or cover 
is a combination warming table and 
wind shield that protects the flame from 
all wind’and draft. 


Cook Address Omitted 


On the New Goods and Novelties page 
in the June 9, 1921, issue of HARDWARE 
AGE there appears a description of the 
Cook Phonette a portable talking ma- 
chine made by Ernest C. Cook Co., 116 
South Michigan Blvd., Chicago, Ill. The 
name of the city was inadvertently 
omitted in the address. 


Reading matter continued on page 82 
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It is estimated that there are easily 
seven million garage doors in this coun- 
try. Every one that is not hung on 
Richards-Wilcox garage door hangers 
should be. 

It would be, if the real story of 
Richards-Wilcox service and satisfaction 


‘were carried with full force to the 
owner. 

That is largely your work in your 
locality. 


For the reasonable cost of replacing 
the other equipment with Richards-Wil- 
cox hangers, the ultimate continued sat- 
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isfaction is far more than ample pay- 
ment. | 

How much are you doing to really 
push the sale of Richards-Wilcox garage 
door hangers? 

Are you fully aware of the sales pos- 
sibilities which exist for you? 

Our suggestion is that you send for 
our latest literature on garage door hang- 
ers, including a table of door opening 
dimensions for all standard makes of 
automobiles. 

We will be glad to send it to you. 
Ask for catalogue U. A2z2. 
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Two New Accessories Made 
by Griest 


The Griest Mfg. Co., New Haven, 
Conn., has placed on the market a com- 
bination dust cap, valve cap and tire 
inflation tester, under the trade name 
of Test-O-Cap, simple in design, dur- 
able, efficient in practice and a time and 
tire saver. It is provided with locking 
sleeves in the bottom, which cover the 
exposed stern, locking tightly against 
the valve lock nut or the wheel rim it- 
self, and having a sealing washer. It 
also is provided with an inflation nipple, 
and a test button in the top. Depress- 
ing the test button releases the air in 
the tube. The pressure of the air 
raises a cap provided with indication 
arrows, working up and down against 
a red background, and showing whether 
or not the tire is properly inflated. By 
the use of four Test-O-Caps, the com- 
pany claims one gets 10 to 25 per cent 
more mileage out of gas, and tires will 
last 25 to 50 per cent longer. 

The Test-O-Caps are made in fifteen 
sizes to accommodate the various infla- 




















The Test-O-Cap 


tion requirement of different size tires. 
The same company has developed two 


new types of priming cups, one open, 
the other covered, which have no springs 
to lose temper and cause looseness and 
leakage. They are self-cleaning, simple 
in construction and therefore can be 
sold to the consumer at comparatively 


low cost. The cups are provided with 


Reading matter continyed on page &4 


floating nuts which allow positive seal, 
as well as spring nuts that insure a 
permanent seal vibration cannot loosen. 
They have large hexagon shaped heads, 
affording a firm grip with a wrench 





Griest Priming Cups 


and facilitating installation and _ re- 
moval. The covered cup has the addi- 
tional advantage of preventing the 
entrance of dirt into the cylinders on 
priming. 


Viking Brake Lining for Fords 


Viking brake lining is a specialized 
product woven and impregnated at the 
plant of the Vogt Mfg. Corp., Rochester, 
N. Y., who say that it will meet the 
unusual condition of the Ford trans- 
mission with due credit. Special long 
fibre yarn is used and the surface close- 
ly woven so that every strand will grip 
the metal drum when the brake is set. 
Use of double ended filler thread gives 
24 double picks or 48 cross strands to 
the inch. 

The impregnation is said to make Vik- 
ing brake lining adaptable to the hot 
oil of the Ford type planetary trans- 


mission. It is said not to chatter, 
glaze or become soft and mushy. 


Drill Holes for Applying 
Moto-Meters 
From many sources comes the saying 
that it is an age of service. That to 
merely merchandise a product however 


good it may be is not sufficient. This 
phase of modern business has, one 
might say, always shown itself a neces- 
sity in the handling of auto aecessories 
all of which has been the means of 
greater business each year for that 


class of goods. The Boyce Moto-Meter 
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Co., Long Island City, N. Y., realizes 
the advantages of service from the 
dealer to the motorist in the distribu- 
tion of the Moto-Meter and have made 
up the new Boyce Moto-Meter Radiator 
Cap Driller. ‘ 

This outfit enables the hardware 
dealer to install any type of Moto-Meter 
on any radiator cap as the outfit pro- 
vides drills in a wide enough range of 
sizes to fit all sizes. One part of this 
set holds the cap securely while the 
drilling is being done making a positive 
and straight hole very quickly. 

With an ordinary twist drill there 
is a possibility of chipping or splitting 
the surface of the cap. With this set 
the danger of ruining the cap is elim- 
inated. 

The complete outfit includes the cap 
driller fixture, a wall plate with full 
constructor, a special brace, a Moto- 




















Boyce Radiator Cap Driller 


Meter wrench, and three drills measur- 
ing 7/16 inches, 5g inches and 34 inches, 
also one reamer for Qverland type 
models. os 
The Bayce Moto-Meter Radiator Gap 
Driller, complete, packed jn 4 carton, 


weighs 5% pounds. 
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RAJAH SPARK PLUGS 





SPECIAL FEATURES 


Extreme simplicity—only 5 parts— 
easiest to clean, because easiest to 
take apart. 

Porcelain breakage is reduced to a 


Edge Bushing adjusts itself to the 
shoulder of the parcelain and permits 
heat expansion without injury to the 
porcelain. 

Rajah Terminal—no top screw to 
take off and lose, 


minimum because the Patented Knife- | 
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—make every ride a “Joy-ride 
Why handle trouble? Whoever heard of trouble bringing busi- 
ness to a dealer? 


Rajah Spark Plugs bring repeats continually—they make every 
ride a “Joy-ride”—there’s real satisfaction in selling them. 


The Rajah was one of the first spark plugs made in America. It 
is still first in efficiency. 


Race drivers as well as speed boat owners prefer Rajah to all 
other spark plugs. One nationally known company has used 


Rajah Spark Plugs for 16 years. 


Rajah’s are made for all types of pleasure cars, trucks, tractors, 
marine, stationary, motorcycle and airplane engines. 


Standard Rajah Plug $1.00. Giant Rajah Plug $1.25. Water- 
proof Rajah Plug $1.50. 


Note the special features and write for our proposition now on 


Rajah Plugs and Rajah Terminals. 


RAJAH AUTO-SUPPLY COMPANY 
BLOOMFIELD, N. J. 











—Ay 
a 
Rajah plugs unless Ball 
or Stud type preferred Regular 
Rajah clip terminals, Fits any 
any style, 10c. size cable 


Rajah Terminals save time and trouble. Fit any plug 








Protects from water and shock 
(00 Primary Fits over any plug and termi- 
to fit any size cable nal or coil connection. 8c. ea. 


Hook 





Thrust 
Furnished with ferrules 











Notes of the Retail Hardware Trade 


TWINING, MicH.—M. B. Russvll, R. 
F. D. No. 2, expects soon to begin get- 
ting his new store ready for the early 
fall business, and desires catalogs 
on automobile accessories, crockery, 
enameled ware, galvanized and heavy 
ware, harness and strap work, lamps, 
pumps, tinware and store fixtures. 

CAMAGUEY, CuUBA.—Maurice Malla- 
gas, Enrique José 13, wishes at once a 
sample of and f.o.b. New York price 
on small cast iron toy repeating cap 
pistols and also price on paper caps 
that come about fifty to the, roll, the 
pistols to retail at ten to twenty cents 
each with a goodly supply of caps. 

MANGALORE, INDIA. — M. Krishna 
Nayak & Sons, general merchants and 
commission agents, Krishna Buildings, 
request catalogs on automobile ac- 
cessories, garden tools, sickels, scythes, 
picks, shovels, a general line of hard- 
ware and hardware specialties. 


GARDEN GROVE, CAL.—The Larson 
Hardware has succeeded to the busi- 
ness of F. E. Bissett. 

LINDSAY, CAL.—The Race & French 
Hardware Co., Inc., is successor to B. 
E. French. The new concern’s stock 
consists of a line of the following: 
Automobile accessories, automobile 
tires, barn equipment, bathroom fix- 
tures, belting and packing, builders’ 
hardware,. building. paper,. churns, 
cream separators, crockery and glass- 
ware, cutlery, electrical household spe- 
cialties, farm implements, flashlights, 
fishing tackle, garage hardware, gaso- 
line, guns and ammunition, hammocks 
and tents, heating stoves, heavy hard- 
ware, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, re- 
frigerators, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, washing machines and 
wheel toys. 


AVON Park, FLA.—The W. R. Eng- 
land Hardware Co., whose stock was 
recently damaged by fire, requests cata- 
logs on automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, crockery and glassware, 
cutlery, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
garage hardware, gasoline, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
insecticides, kitchen housefurnishings, 
linoleum and oilcloth, lubricating oilz, 
mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves, ranges and washing ma- 
chines. 

NEw Smyrna, FuLa.—The Pitzer 
Furniture & Hardware Co. has changed 
its name to the Hibbard Hardware Co. 

JERSEYVILLE, ILL.—L. G. Barr, the 
new owner of the hardware and har- 
ness stock of Kridler & Son, requests 
catalogs on a general line of hardware. 

REDKEY, IND.—Williamson Bros. will 
erect a new store building, 20 x 80 ft., 
and requests catalogs on automobile 
accessories and sporting goods. 


HANLONTOWN, Iowa.—Thovson, Bray 


& Hogen are owners of a hardware 
business here. 

Kouts, INp.—The Kouts Lumber 
Hardware Co. has succeeded to the 
business of W. D. Bush. The new con- 
cern’s stock will consist of the follow- 
ing lines: Barn equipment, bathroom 
fixtures, belting and packing, builders’ 
hardware, building paper, churns, cut- 
lery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, guns and ammunition, 
heating stoves, heavy hardware, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, 
pumps, shelf hardware, silverware, 
stoves and ranges, tin shop and wash- 
ing machines. 

ANTHONY, KAN.—The Brown Hard- 
ware Co. has succeeded to the business 
of the Wright-Brown Hardware Co, 
The new concern requests catalogs on 
the following lines: Automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, 
dynamite, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, washing ma- 
chines and wheel toys. 

EMPpoRIA, KAN.—McCarthy Hard- 
ware Co. has moved to 507 Commercial 
Street. 

LIBERAL, KAN.—The Yocum Hard- 
ware Co. of Forgam, Okla., has opened 
a new store at Liberal. 


ROSEDALE, KAN.—August E. Johnson 
opened a hardware store at 2605 West 
Forty-third Street June 1. He re- 
quests catalogs on the following lines: 
Automobile accessories, barn equip- 
ment, builders’ hardware, building pa- 
per, churns, crockery and glassware, 
cutlery, dairy supplies, dynamite, elec- 


trical household specialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, gasoline, guns and 


ammunition, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
stoves and ranges, toys and games, 
wheel toys. 

MT. STERLING, Ky.—Chenault & 
Orear are building a new warehouse 
in the rear of their store. 

GOODHUE, MINN.—J. L. Campbell 
has succeeded to the business of H. A. 
Petersdorf. He requests catalogs on 
the following lines: Automobile tires, 
bicycles, building paper, crockery and 
glassware, cutlery, dairy supplies, elec- 
trical household specialties, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, guns and ammunition, 
hammocks and tents, heating stoves, 
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heavy hardware, home barbers’ sup- 
plies, incubators, kitchen housefurnish- 
ings, linoleum and oilcloth, mechanics’ 
tools, paints, oils, varnishes and glass, 
phonographs, sewing machines, shelf 
hardware, silverware, sporting goods, 
vulcanizing department, washing ma- 
chines and wheel toys. 

ForADA, MINN:—Seeley Hardware 
Co. has been opened and requests cata- 
logs on the following lines: Barn 
equipment, bathroom fixtures, builders’ 
hardware, churns, cutlery, dairy sup- 
plies, dynamite, flashlights, fishing 
tackle, furnaces, garage hardware, 
guns and ammunition, harness, heating 
stoves, heavy hardware, insecticides, 
linoleum and oilcloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, tin shop and washing ma- 
chines. 

Amory, Miss.—Parker C. Tubb, 
P. O. Box 172, desires the address of 
the manufacturer of springs for 
“Luger” auto pistols. 

RipGeway, Mo.—Walter Bartlett has 
succeeded to the business o1 a. 
Reeves. He requests catalogs on the 
following lines: Automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream __ separators, 
crockery and glassware, cutlery, dairy 
supplies, dynamite, electrical house- 
hold specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, home barbers’ supplies, 
incubators, insecticides, kitchen cabi- 
nets, kitchen housefurnishings, linoleum 
and oilcloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, poultry supplies, prepared 
roofing, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys, and games, vulcanizing de- 
partment, washing machines and wheel 
toys. 2 

WHITEFISH, MONT.—The Whitefish 
Hardware Co. opened a store here May 
12. Catalogs are requested on‘the fol- 
lowing lines: Automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, builders’ hardware, 
building paper, churns, cream separa- 


_tors, cutlery, dairy supplies, dynamite, 


electrical household specialties, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, pre- 
pared roofing, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, toys and games, 
washing machines. 

CENTRAL SQUARE, N. Y.—The Cen- 
tral Hardware Co., Inc., has purchased 
the Elliott Block in which it has been 
located and will expand its business. 

Port Henry, N. Y.—J. H. Gilbo 
wishes the address of the manufacturer 
of “Fairview” electrical appliances. 
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p- is setting new standards in quality, utility and in popularity with 

“4 the trade. 

“ While we make over one hundred different kinds of Varnish, 

‘S, j Lucaseal is the Super Varnish in the Lucas line. 

s, € Dealers are voluntarily requesting the privilege of selling this ~ 

1. line. The plan of sales and advertising co-operation furnished dealers 

a is so complete and so effective that it is a sure winner. 

A- “HELPING YOU SELL VARNISH” is a definite agreement on 

our part. Below is a reproduction of our sales-making window dis- 

b play lithographed, showing a giant can of Lucaseal Varnish with its 

of an attractive label in the center. This is only one of the important 

Yr j sales helps we furnish, which includes national magazine adver- 
| tising, local newspaper advertising, window and store displays, con- 

- 1 j vincing booklets, etc. 

J ; sins The Lucaseal line composes the following: 

” LUCASEAL EXTERIOR—for general outside purposes. 

s : patie ; ; 

.- LUCASEAL INTERIOR—for all interior woodwork. 

y, LUCASEAL FLOOR—for interior floors. 

4 LUCASEAL SEAT—for furniture or interior woodwork. 

8, LUCASEAL DULL—for interior woodwork or furniture. Pro- 

y duces a hand rubbed effect. 

d Send for complete plan of sales co-operation. 
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DEATH OF OTTO W. WITTE 


Otto W. Witte, vice-president of 
the Witte Hardware Co., St. Louis, 
died June 8 at his residence in that 
city at the age of 49. 

Mr. Witte was born at St. Louis 
December 30, 1871. He received his 
education in the public schools of his 





Otto W. Witte 


native city until May 1881 when he 
went abroad to pursue his studies 
further in Germany, graduating 
from the Gymnasium at Oldenburg. 

He began his active career as a 
tlerk in the wholesale department of 
the Witte Hardware Co. July first 
of the same year. He gained practi- 
cal business experience in all of the 
various departments of the company 
and was elected vice-president. 

Mr. Witte was active in many 
clubs and associations in his native 
city, being a member of the Missouri 
Historical Society, the Missouri Ath- 
letic Association, the Sunset Hill 
Country Club, the St. Louis Sym- 
phony Society, the St. Louis Chamber 
of Commerce, the Old Colony Club 
and the St. Louis Zoological Society. 
He is survived by one brother, F. 
Alexander Witte, president of the 
Witte Hardware Co., and a sister, 
Mrs. Cornelia Schmidt. 


MARINO DE LA PENA DEAD 


Marino de la Peifia, vice-president 
of the hardware exporting firm of 
Pefia & Co., Inc., 101 West Sixty- 


News from the Hardware Manufacturers 


eighth Street, New York, died re- 
cently after a long illness at his res- 
idence in New York at the age of 52. 

Sefior de la Pefia was well known 
and highly esteemed in both hard- 
ware and export circles. He was 
born at Caibarien, Cuba, in 1869, 
and following the misfortunes of his 
family, which suffered indignities at 
the hands of the Spanish govern- 
ment, he emigrated to Mexico, where 
he received his early schooling. 

In 1883 his father removed to 
New York, where the boy Marino at- 
tended the public schools. Graduat- 
ing in 1885 he obtained employment 
with the Russell & Erwin Manufac- 
turing Co., then located at 43 Cham- 
bers Street. He quickly distin- 
guished himself and became export 
salesman in charge of the foreign 
department of that concern. 

From 1893 until about eight years 
ago he was connected with various 
export firms dealing exclusively in 
hardware. About eight years ago 
he established himself with a few 
others under the firm name of Pefia 
& Co., Inc., which since then has 
built up an extensive export busi- 
ness with Cuba and Porto Rico. 

Sefior de la Pefia was well known 
throughout the country, especially 
in hardware manufacturing circles, 
and it has been said that his know!- 
edge of both the hardware and the 
export business was unusually ex- 
tensive. 

He is survived by his wife Ana 
Louisa Hernandez de la Pefia, his 
mother, three brothers and three 


sisters. 


Louis Fetyk Dead 


Louis Fetyk, junior city salesman for 
the New York office of the Stanley 
Works, New Britain, Conn., died re- 
cently from heart trouble which at- 
tacked him while playing ball in Van 
Cortlandt Park in New York. 

Mr. Fetyk had been with the com- 
pany for the past five years and had 
always been an enthusiast for baseball. 


A. C. Nelson, formerly with the 
Bridgeport Wood Finishing Co., 
Bridgeport, Conn., has become asso- 
ciated with the Chicago sales organi- 
zation of the Hilo Varnish Co., 
Brooklyn, N. Y. Mr. Nelson will 
call on the Chicago jobbing trade 
taking in also adjacent territory. 


Cottage Ironer Catalog 
“A Perfect Ironer for One Hun- 
dred Dollars” is the title of a de- 
scriptive circular issued June 15 by 
the William G. Yates Co. 
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THE GREENFIELD MERGER 


At a recent meeting of the board 
of directors of the Greenfield ‘ap 
and Die Corp., Greenfield, Mass., it 
was voted to purchase the entire 
capital stock of the Greenfield Ma- 
chine Co., Greenfield, Mass., and the 
Morgan Grinder Co., Worcester, 

















Lyman Bellows, who succeeds A. K. 

Trout as New York manager of the 

H. C. White Co., wheel toy manufac- 
turers 


Mass. The former manufactures 
cylindrical and universal grinders 
and the latter makes _ internal 
grinders. 


HOOVER WINS MEDAL 


In open competition with many 
other vacuum cleaners and electric 
sweepers made in many countries 
the Hoover sweeper made by Hoover 
Suction Sweeper Co., North Canton, 
Ohio, received a medal emblematic 
of the highest honors at the Royal 
Sanitary Institute’s Health Exhibi- 
tion in Birmingham, England. 

The judges who passed on the 
various models shown were selected 
from the foremost technical and sci- 
entific experts of the British Isles. 
Some idea of the rigid demands of 
the judges may be gained from the 
fact that in one line of mechanical 
household appliance no award was 
made as the most efficient model on 
view was below the standard required 
by the examiners. 
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ers and dealers’ sales are good. No 
price changes are reported. 


Jobbers quote: White Mountain, 1 
$4.85 each; Arctic, 1 qt., $4 each; Acme, 
2 qt., $12 per dozen, 4 qt., $20 per dozen. 


Lawn Mowers.—Sales of lawn mow- 
ers have been particularly good. Some 
apprehension was felt by jobbers and 
dealers in the early part of the year 
that they would be caught with heavy 
stocks bought at high prices, but their 
experience has been that sales this year 
have been 50% better than last year, 
despite the fact that prices are from 
25 to 50% higher. The better grades 
of mowers have been the first sellers, 
but all grades have moved very nicely 
with a result that there will be very 
few carried over to next season. While 
it is expected that lower prices will be 
made next year, no intimation to this 
effect has been received. Jobbers are 
quoting from badly depleted stocks: 


Common lawn mowers, 12 in., $6 each; 
14 in., $6.25 each; 16 in., $6.50 each. 
Medium grade ball bearing, 14 in., $9.50 
each; 16 in., $9.75 each; 18 in., $10 each. 
High grade ball bearing, 16 in., $14.25 each; 
18 in., $14.75 each; 20 in., $15.25 each. 


Nails.—The demand for nails shows 
a steady, though slight improvement. 
Local jobbers have recently cut the 
price of wire nails to $3.50 per keg 
base. It is reported that some manu- 
facturers are Offering nails at $2.90 
base, Pittsburgh, but no definite in- 
formation is at hand in regard to this. 

Ox Strapping.—A reduction of 10% 
is announced by manufacturers and 
local jobbers have changed prices ac- 
cordingly. 

Paints and Oils—The demand con- 
tinues heavy and from present indica- 
tions, the season will be the best in the 
history of the trade. While it was ex- 
pected sometime ago that prices would 
be cut after the first of July, it is now 
felt that present prices will be main- 
tained for some months tocome. Some 
manufacturers of paint have notified 
jobbers that it is not their intention to 
make any reductions in the near future. 
The linseed oil and turpetine market 
are showing slight improvement. Prices 
have not changed within the past two 
weeks and jobbers are quoting linseed 
oil at 95c. per gal; turpentine, 82c. per 
gal., and white and red lead at 13c. 
per Ib. 

Rope.—A reduction of approximately 
10 per cent has been made in rope 


prices. 
Jobbers now quote: first quality manilla 

rope, 18%4c. per lb.; sisal, 10%c. per Ib. 
Rivets.— No changes have been made 

in rivet prices. The demand is only 


fair. 

Jobbers quote 
per cent off list. 

Sash Cord.—Sales continue very 
good and prices are holding firmly. 
Some cord of inferior quality is being 
offered at low prices, but not much in- 
terest is being shown in these lots. 
No. 7 braided, 32c. 


at., 


all sizes of rivets at 65 


Jobbers quote: per 
lb. 

Sash Locks.—A reduction of . 10% 
has been made in cast iron sash locks 
and local jobbers have revised their 
quotations accordingly. 


Sash Weights.—A reduction of 30c. 
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per 100 pounds has been made in the 
price of sash weights and these are now 
quoted by local jobbers at $2.30 per 
100 Ib. 

Stove Pipe.—Some interest is being 
shown in stove pipe for fall delivery. 
Some price reductions have recently 
been made, but it is not expected that 
others will be forthcoming. 


Screws.—There is nothing new to re- 
port. Sales are running approximately 
50% of this time last year. No changes 
are reported, except that an occasion- 
ally cap and set screws are picked up 
at slightly lower prices. 


Jobbers quote: Machine screws all sizes, 
70 per cent off; Cap screws, 50 and 10 per 
cent off; Set screws, 60 per cent off; Coat 
screws, 60 and 10 per cent off; Lag screws, 
50 and 10 per cent off; Wood screws, 70 
and 20 per cent off. 


Sheets.—No price changes have been 
reported but it is anticipated that one 
will be forthcoming in the near future. 


Jobbers quote: 28 ga. black sheets, 5.50c. 
per lb.; 28 ga. gal. sheets, 6.50c. per Ib. 


Tin Plate—The market is quiet for 
tin plate. No price changes other than 
the ones made some weeks ago are re- 
ported, quotations varying and the 
range is about $7.75 to $9.50 per base 
box. 3 
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Water Coolers.—The warm weather 
has created a heavy demand for water 
coolers and jobbers and dealers report 
their sales as extremely good. 

Wire Products.—Sales of wire cloth 
this season have been about the best 
for many years and jobbers are con- 
tinually forced to replenish their stocks 
to take care of the demand. Other 
lines of wire products, however are 
rather quiet at the present time. Prices 
have not changed recently and jobbers 
still quote: 


Poultry netting, 45 per cent off. Black 
painted wire cloth, 12-mesh, $2.40 per 100 
square feet. Cattle wire, 6 in., 4 pt., $4.05 


per spool. No. 9 annealed wire, $3.60 per 
100 Ib. 


Wheelbarrows.—The demand for 
wheelbarrows continues heavy and a 
local jobber who makes a specialty of 
shipping these barrows to his custom- 
ers all set up and ready for use, re- 
ports the sales this year as phenomenal. 
Dealers are beginning to realize that 
the extra charge for setting up the 
barrow, actually means money in their 
pocket and are very enthusiastic about 
this idea. No price changes are re- 
ported and jobbers are quoting. 


Full boited wocden barrows, 
Steel pan tray barrow, $6 each. 


$4 each. 


TWIN CITIES 


3725 Colfax Avenue South, 
Minneapolis, Minn., June 14, 1921. 

T= is very little new to be said 

about the business conditions as ap- 
plied to the general hardware lines. 
General conditions taken into consid- 
eration, as they should be, a very fair 
volume of business is being done. The 
trade is very spasmodic, sometimes fur 
two or three days it looks as though 
a general revival is to set in and sud- 
denly it drops off again for a few days 
or a week. However, practically all 
dealers and jobbers are optimistic and 
feel that we are gradually getting 
back to a normal and stable basis. Such 
dealers as get out after the business by 
advertising, window displays and sv- 
licitation are able to do a very good 
business. 

Prices on the general run of hara- 
ware appear to have reach a fairly 
firm basis, as there have been very few 
price changes during the past two or 
three weeks. This should encouraye 
better buying. 

Building permits in the larger cities 
are increasing each week, and the pros- 
pects for a good year in builders’ hard- 
ware is very encouraging. There is 
very little construction work in the 
smaller towns which depend on the 
country trade, as farmers have very 
little spare money and are now busy 
with their farm work. As soon as the 
fall crops are in and sold business will 
improve in these smaller towns. 

Builders’ Hardware.—The amount of 
business being done in builders’ hard- 
ware in the larger cities is very gooa, 
and as it continues to improve it would 
appear that an unusually large volume 
of business will be done this year. Be- 
cause of the fact that the majority of 


the orders are for hardware for dwell- 
ings it will take a.great deal of busi- 
ness to get a large total as compared 
with the total when large buildings are 
under construction. Prices remain 
firm, 


Axes.—The demand for axes in a 
retail way is very light and will no 
doubt remain ‘so until next season. 
Stocks are plentiful and prices have 
declined. 


We quote from 
Single bit $14.50, 


weights. 

Brads.—Sales of brads continue to 
show some improvement in localities 
where building conditions have im- 
proved. Prices have shown advance. 
Stocks are plentiful. We quote from 
local jobber stocks 65-10 per cent 
from list. 

Bolts.—As previously reported the 
sales of bolts are not satisfactory. 
There is, of course, about an average 
number of small orders for a few bolis, 
but orders for any quantity is almost 
entirely lacking. Jobbers stocks are 
in good condition both as to quantity 
and assortment. Prices remain firm 
as last quoted. 


We quote from jobbers’ stocks: 
Small carriage bolts, 50 per cent; large 
carriage bolts, 45 per cent; small machine 
bolts, 50-10-5 per cent; large machine bolts, 
50-5 per cent; stove bolts, 60-5 per cent: 
lag screws, 50-10-5 per cent. 

Eaves Trough, Conductor Pipe and 
Elbows.—Sales of this line are very 
good and continue to improve each 
week. Jobbers stocks are ample to 
meet demands. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
Eaves trough, 28 gage, 5 in. lap joint, 
single bead, $5.25 per 100 feet: conductor 
pipe, 28 gage, corrugated, 3 in., $5.40 per 


jobbers’ stocks: 
bit $19.50, base 


local 
double 


local 
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100 feet; elbows, 3 in., corrugated, $1.72 per 


Files.—There is quite a lack of de- 
mand for files in a large way, although 
there is about the usual number of 
sales of individual files. Stocks are 
ample and prices remain firm. 


We quote from local jobbers’ stocks: 
Nicholson files, 50-10 per cent from list; 
Arcade, 60-10 per cent from list. 


Galvanized Ware.—There is some 
improvement developing in the sales of 
galvanized ware, sales of which have 
been very dull for the past few weeks. 

Jobbers’ stocks are ample, and prices 
remain as last. 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanize@ tubs, $6.84 per 
doz.; standard No. 2, $7.70 per doz.; 
standard No. 3, #9 per doz.; heavy gal- 
vanized No. 1, $20 per doz.; No. 2, $20.50 
per doz.; No. 3, $23 per doz.; standard, 10 
quart galvanized pails, $2.40 per doz.; 
standard 12 quart, $2.64 per doz.; standard 
14 quart, $2.95 per doz.; galvanized stock 
pails, 16 quarts, $4.50 per doz.; 18 quart, 
$5.13 per doz. 


Glass and Putty.—Retail sales of 
glass and putty are considered only as 
fair, as most retail sales are for re- 
pair work. Jobbers selling to sash 
and door factories are doing a very 
satisfactory volume of business. Prices 
remain as last quoted. 


We quote from local jobbers’ stocks: 
Single 80 per cent; double 82 per cent 
from standard lists. Putty $5.15 per cwt. 
for commercial in bladders. : 


Hose.—From now on no great vol- 
ume of business in hose can be expect- 
ed, although there will undoubtedly be 
some sales for replacement purposes. 
Prices remain as last quoted. 


We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5-ply 
rubber, %-in., 14c. per ft.; %-in. cotton, 
13%c. per ft. 


Ice Cream Freezers.—Sales aré very 
few and far between in a retail way 
because of the cool spring season and 
prevailing unemployment. Jobbers 
have a fair stock and prices remain 
as last. 


We quote from local jobbers’ stocks: 
White Mountain, 1 qt., $3.40; 2 qt., $4.; 
3 at., $4.65; 4 qt., $5.80; 6 qt., $7.25; 8 qt., 
$9.50. 


Lawn Mowers.—A very fair volume 
of business is still being done in lawn 
mowers, some dealers by special prices 
and heavy advertising have moved an 
unusually large quantity. Prices remain 
firm in a wholesale way. 


We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C. E. 
and L, at 25 per cent off list. Riverside, 
ball-bearing, at $9.50 each. 


Nails.—Sales of nails are rapidly 
improving along with sales of builders’ 
hardware. Individual orders are per- 
haps smaller as the carpenter and con- 
tractor now know that they can get the 
various sizes as wanted. There has 
been a further decline in price of 
nails. 


We quote from local jobbers’ stocks: 
Bright wire nails, $4.10, base; cement coated 
nails, $3.50, base. 


Paper.—Hardware dealers carrying 
a line of building papers report that 
a very nice volume of business is be- 
ing done. There has been a further de- 
cline in prices. 


We quote from local jobbers’ stocks: 
Barrets No. 2 tarred felt, $2.95; threaded 
felt, $1.78; slatters felt, $1.30; No. 20 red 
rosin, 48c. per roll; No. 25, 60c. per roll; 
No. 30, 72c. per roll. 
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Poultry Netting—Sales of netting 
are gradually dropping off as the sea- 
son advances and the sales from now on 
will no doubt be very small. Prices 
remain firm. 


We quote from local 
Hexagon poultry netting, 
from standard lists. 


Rope.—Sales of rope are gradually 
improving although not of large vol- 
ume. There has been a further de- 
cline in jobbers prices. 

We quote from local jobbers’ stocks: 
Pure manila rope, 20c. per lb., base; pure 
sisal rope, 15c. per Ib., base. 

Sandpaper.—The demand for sand- 
paper is improving due to improvement 
in building conditions, although buying 
is done as needed and no large orders 
are received. Prices remain as last 
quoted. 


We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 
Garnet paper at $15 per ream. 


Sash Cord. very nice business 
is now being done in sash cord and 
further improvement is looked for. 
Prices remain as last quoted. Stocks 
are ample. 


We quote from local jobbers’ 
Silver Lake No. 8, at 65 cents 
ordinary braided cotton cord No. 8, 
cents per Ib 


Sash Weights. — Sales of sash 
weights are improving along with sales 
of cord. Stocks are readily obtainable. 
Prices remain as last quoted. 

We quote from 
$5 per cwt. 

Screen Doors and Windows.—Sales 
are slowing up in this line as the sea- 
son is coming to a close for any large 
business. Stocks are ample. Prices 
remain firm. 

We quote from local jobbers’ stocks: 
Common screen doors, $29.40; fancy screen 
doors, $34.80 per doz. Window screens: 
Sherwood adjustable, 24-in., $9 per doz.; 
Wabash extension, 24-in., $7.70 per doz. 

Screws.—Demand for screws has not 
reached a very large volume but is bet- 
ter than it was earlier in the year. 
Continued improvement is expected. 
Prices as last. 


We quote from local 
Flat-head bright screws, 
round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent; round 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass machine 
screws, 50 per cent. 

Solder.— This item is apparently 
meeting with a better demand, as it is 
the only item showing an advance in 
price from that last quoted. 


We quote from local jobbers’ 
Half and half solder, 24%4c. per Ib 


Steel Sheets.—The demand for steel 
sheets is still lagging and there 1s 
very little likelihood of any improve- 
ment during the summer season. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks: 
28 gage black sheets, $5.60 per cwt.; 28 
gage galvanized sheets, $6.60 per cwt. 

Wheelbarrows.—There is a somewhat 
better demand for wheelbarrows, al- 
though not up to the usual volume for 
this season of the year. Prices remain 
firm. 


We quote as follows: Fully bolted, $38 
per doz.; tubular steel No. 1, $6.60 each; 
garden wood barrows, $5.40 each. 


Wire Cloth—The demand for wire 


stocks: 
per cent 


jobbers’ 
40-10 


stocks: 
per Ib.; 
at 33 


local jobbers’ stocks: 


jobbers’ stocks: 
75-10 per cent; 


stocks: 
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cloth in a retail way is not very light, 
although there is some demand from 
sash and door factories. Prices remain 
as last. 


We quote from local jobbers’ stocks: 
Black 12 x 12 mesh at $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh at $3 per 100 sq. ft. 

Wire.—Sales of wire are of fair vol- 
ume, but the individual orders are 
small. Following the decline in price 
of steel, there has been a decline in 
price of wire. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.43; galvanized cattle, $4; painted hog 
wire, $3.66; galvanized hog wire, $4.27; No. 
9 smooth black annealed wire, $3.85; No. 
3 smooth galvanized annealed wire, $4.55. 


LONDON MARKET LETTER 
LONDON, June 1, 1921. 

The demand for oil cooking stoves in- 
creases ; in many towns the supply of 
British stoves has run out, and for 
the want of fuel no more are at present 
available. It is interesting to note that 
American makers have not been slow 
to send over a fairly good supply. I 
have just had an opportunity of seeing 
one of these’ ovens in use and can bear 
testimony to their efficient working, to 
the intense heat quickly generated, and 
to the excellent cooking performed in 
these cabinets. It would be a good 
thing if the factors here saw to it that 
their retail agents had a supply of wicks 
and the small fittings which wear out, 
because no English accessories will fit 
or serve. 

The season is now coming when the 
chief business is done in deck chairs, 
out of door garden furniture and tents 
and awnings. A few years ago there 
were a good many American patterns of 
hammocks and other similar goods 
about, not many are observable now. 
It would appear that there is a good 
field open for these lines. I would spe- 
cially advise American makers to give 
attention to the exportation of garden 
tools, furniture and fittings (not com- 
bination tgols), and to oil stoves and 
light attractive aluminum and other 
kitchen wares. At one time American 
clothes airers and similar wood work 
sold freely, it has fallen off lately, but 
there is plenty of scope for such goods; 
Canadian makers are’ pretty active in 
this direction. There are at the mo- 
ment agents on the lookout for new 
quick selling lines. 

Agricultural implements have been 
rather slow moving goods lately, and 
among the rest American makers have 
experienced the depression. A new 
start will be made shortly, for there is 
much activity in the preparations being 
made for the forthcoming “Royal” 
show which is to be held this year at 
Derby. The space taken for stands is 
highly satisfactory and notwithstand- 
ing the difficulties of railway travelling 
there will be a good attendance of buy- 
ers. Road locomotion has advanced in 
volume. 

The change which has taken place 
in the appearance of English highways 
lately is truly astonishing. Horse- 
drawn vehicles are few compared with 
the number of road cars, motors of 
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every kind, motor cycles with and with- 
out side cars for *‘men and women. 

As I write these notes the famous 
race of the year is being run, for it is 
“Derby Day,” and it is said that it 
may be described as a “petrol-driven 
Derby” for there are no extra trains 
and every motor-driven vehicle that 
can be pressed into the service is today 
running from London and elsewhere to 
Epsom Downs. The traffic too, will be 
directed by R33, the great airship lent 
by the Air Ministry. It marks another 
advance in road locomotion. 

This is the day of hustle in every 
country; it is also a time when more 
than at any previous time we need 
selective ability in commerce. And 
this is what I mean when I urge Amer- 
ican makers to make quite sure wheth- 
er the goods they are sending over here 
are right before they flood the market 
with unsuitable wares and thus lock up 
capital and prejudice repeat orders. 

The pros and cons of coal and oil 
are being freely discussed. The use 
of oil for motive power instead of coal 
has long passed the experimental stage, 
and many factories which would have 
otherwise had to close down owing to 
the shortage of coal supply are still 
running, for oil engines are being in- 
stalled as fast as possible. It looks 
as if British industry and locomotion 
had entered upon a new era, and that 
power would be generated chiefly by oil 
fuel in the future; the rapid strides 
in this direction make us more inde- 
pendent of the miners and will tend to 
prevent undue inflation of prices by 
labor demands. 

During the last year or two very 
many handsome war memorials have 
been erected. some beautiful structures 
in stone, others chiefly ornate by brass 
and bronze relief figures with which 
they are adorned. Memorial bronzes 


are not always reminiscent of sad - 


losses, for some are even of a jubilant 
character. A very interesting bronze 
tablet prepared for the Rolls-Royce 
Co., Ltd., has just been modelled to 
commemorate the first direct aerial 
flight across the Atlantic, and as a per- 
manent acknowledgment of the skill 
of the engineers and others who took 
part in the making of the machines 
and their safe conduct. The casting 
in bronze consists of an inscribed 
shield with two winged supporters 
stretching across the space clasping 
hands, surmounted by the American 
eagle on a globe; a truly pleasing sug- 
gestive memorial indicating the ever- 
tightening grasp of common friendship 
between England and the United 
States. 

I understand that Sir Robert Had- 
field, who may be said to represent 
British scientific engineering in the 
metal trades, will be presented with 
the John Fritz medal on the occasion 
of the visit of American engineers to 
this country in July. The visit itself 
indicates the co-operation and scientific 
research in all parts of the world in 
their determination to give manufac- 
ture and production the full benefit of 
modern discovery and the practical ap- 
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plication of scientific engineering. 
Workmen of every kind are not only 
combining, but drawing into one fold 
the trade unions which have hitherto 
acted independently—the result of such 
strong labor combines can only be met 
by equal enterprise by marufacturers 
who must rely more upon increased out- 
put, better machinery and more scien- 
tific engineering than upon the employ- 
ment of capital unaided by intensive 
production. 

There are many American business 
men on a visit to Great Britain just 
now—they all mean business, and I 
hear they are not disappointed with 
the prospects, although the coal strike 
cloud still hangs like a pall over in- 
dustry. J. A. Penton, the president of 
the American Casting Association, is 
in London. F. C. Langerberg, of the 
United States, is one of three just 
selected for an award of $500 toward 
research work in steelmaking by the 
Andrew Carnegie Research Council. 


What “Pittsburgh Plus” Means 


(Continued from page 56) 
Minnesota, Wisconsin and _ Iowa, 
adopted resolutions through their 
legislatures, protesting against the 
practice and instructing their attor- 
neys general to intervene in the case. 
Western farm organizations took an 
increasingly active part in the fight 
and the South was no whit behind- 
hand. 

Those Who Are Affected 


The effect on all trades using steel 
largely was great. All efforts at 
present being bent toward the lower- 
ing of commodity prices, it was felt 
that this practice should be carefully 
scrutinized and, unless legally or 
economically justified, abandoned. 

The hardware trade is also inter- 
ested, because of the part steel plays 
in it. If the practice can be abol- 
ished, either by the substitution of 
“mill base,” which is the quoting of 
steel f. o. b. mill, or the substitution 
of a zone basing system, which has 
been suggested, so that steel will be 
sold practically on a “cost plus fair 
profit” basis, it is asserted that there 
will be a distinct lowering of prices 
in all trades in which steel is an im- 
portant factor. It has also claimed 
building costs, road construction 
costs, farm implement costs and nu- 
merous other costs will be lowered. 

It is further claimed that through 
the American Farm Bureau Federa- 
tion, the farmer is learning that he 
is the one who is really paying the 
“Pittsburgh Plus” and that he will 
soon want to know how much this 
pricing method has added to the cost 
of his fencing wire, farm imple- 
ments, watering system, silo stoves 
and a hundred other articles in which 
steel is used. 
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However, the investigation by the 
Federal Trade Commission is on. 
Testimony involving the trade usage 
and also the cost of steel production 
will be taken for some time, follow- 
ing which this momentous case will 
be determined. 


First Organize—Then Outfit 


(Continued from page 58) 
umpires, scorers, ete., and the fel- 
lows appreciated his co-operation and 
pledged their support to our firm. 

Our baseball’ business this spring 
will be the biggest in our history. Of 
course, we have a city, you might 
say; but there is a good chance of 
organizing a four team league in any 
town of 5000 people. All that is 
necessary is a little initiative on 
the part of the sporting goods 
dealer. 

I was in Spalding’s store over on 
Broad Street a few weeks ago and 
heard one of the salesmen tell the 
manager that Mr, Blank was putting 
in a golf course in a certain town 
in the State. There is a good chance 
for a hardware dealer in that town 
to sell every golf club and _ ball, 
caddy bag, etc., that will be used 
on that course. The golf clubs in 
the cities employ professionals who 
handle clubs and balls on_ the 
grounds, but the town clubs are not 
rich enough to employ a “pro” and 
all of this business will go to the 
hardware store that stocks the needs 
of the golfer. 


Beating the Mail Order Houses 


Keep what the public wants and 
the public won’t read that mail or- 
der catalogue so closely. 

Buy a few of an article and try 
them out. That is my policy. 

I will try anything that looks like 
a seller, and it is seldom that I make 
a wrong purchase in the sporting 
goods line. I follow standard lines 
as near as possible. 


Into the Windows 


I am a strong believer in window 
displays. When you purchase new 
lines, don’t stick them away on a 
shelf but display them in your win- 
dow and don’t let the window grow 
stale. The majority of hardware 
dealers pay too little attention to win- 
dow display. 

Put in a window of fishing tackle 
and watch the results. Follow it with 
one of baseball goods or put in a 
mixed window, and watch your prof- 
its grow. Men, women and children 
are attracted by sporting goods in 
the window and the possibilities of 
attractive displays are unlimited. 














